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TRENTON—Unlike the two previ- 
ous hearings held here on proposed 
variable annuity legislation, the hear- 
ing conducted last week by the New 
Jersey assembly’s business affairs 
committee was directed at getting an- 
swers to questions raised by the as- 
sembly’s economic consultant, Prof. 
s, J. Flink, chairman of the economics 
department of Rutgers University. 

After lengthy study of the matter, 
Prof. Flink came to the conclusion 
that the real problem facing the com- 
mittee immediately and the legisla- 
ture subsequently is not whether the 
variable annuity as such is socially 
desirable or undesirable. 

“The crucial and decisive issue,” he 
said, “is what are the possible and 
probable pitfalls in the actual opera- 
tion of such a new type of insurance, 
if and when the necessary legislation 
is enacted?” 

Prof. Flink raised a number of ques- 
tions in the memorandum he _ sub- 
mitted March 31 to Chairman Thomas 
C. Swick of the assembly business af- 
fairs committee. 

“Few, if any, of the questions raised 
in this memo have been answered in 
the public hearings held in 1956 and 
1957,” he said. “On those occasions, 
proponents and opponents talked es- 
sentially on theoretical grounds. They 
offered varying interpretations of the 
same statistical facts. Charts and hy- 
pothetical examples were cited in an 
attempt either to prove or to disprove 


NALU Readying Fight 
On Registration Of 
Benefit-Level Plans 


WASHINGTON—National Assn. of 
Life Underwriters is organizing for a 
new fight on certain provisions of the 
Senate-passed Douglas bill to require 
registration and disclosure of welfare 
and pension plans. 

The bill, S. 2888, passed the Senate 
on April 28 and has been referred to 
the House committee on education 
and labor, before which NALU hopes 
to register strong opposition to the 
section requiring registration and dis- 
closure of so-called “level-of-benefits” 
Plans. NALU has no objection to 
“cents-per-hour” plans being com- 
pelled to register and disclose opera- 
tional details. 


Explains NALU Position 








_ The NALU position was explained 
na Statement prepared by Harry N. 
Phillips, Sun Life of Canada, San 
Francisco, as chairman of the NALU 
ramittee on group insurance, and 
NALU General Counsel Carlyle M. 
Dunaway. It said in part: 

“Briefly, here are the main reasons 
why we think that the proposed leg- 
(CONTINUED ON PAGE 27) 
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that the variable annuity contract is 
an effective anti-inflation hedge.” 

It was Prof. Flink’s suggestion that 
instead of holding another public 
hearing the committee schedule a 
one-day executive meeting at which 
it would hear from the principal pro- 
ponents and opponents of the variable 
annuity their answers to the issues 
Mr. Flink had raised in his memo- 
randum—though speakers would not 
be limited to giving such answers. 

The committee followed this proce- 
dure, supplying copies of the mem- 
orandum to those who were invited 
to appear, but made the hearing an 
open one rather than meeting in ex- 
ecutive session. 

Prof. Flink’s first question had to do 
with how much in the way of equities 


Economist’s Questions Take Star 
Role In Variable Annuity Hearing 


would be available if variable annui- 
ties came into general use among 
those most likely to need such annui- 
ties. He assumed an average retire- 
ment “need” of $5,000 in terms of to- 
day’s prices and that $2,000 would be 
provided by social security and $1,000 
from other sources. This would leave 
$2,000 a year to be received from an- 
nuity income. At a 4% dividend re- 
turn, this would require a capital of 
$50,000 per recipient. 

“Let us reckon that there are 2% 
million potential recipients of variable 
annuities 20 years hence (this would 
correspond to about 10 times the num- 
ber retiring per annum at that time),” 
he said. “At a rate of $2,000 annuity 
income they would command $5 bil- 

(CONTINUED ON PAGE 23) 








Shanks, Ecker Decry, Applaud Legislative 


Expert's Misgivings On Variable Annuity 


Pru President Cites Flink’s 
Overstatement Of Amounts 
Needed To Fund Contracts 


TRENTON—In questioning the wis- 
dom of passing the three variable an- 
nuity bills that 
Prudential wants 
enacted, the eco- 
nomic consultant 
of the New Jersey 
assembly’s_ busi- 
ness affairs com- 
mittee has: 

—Greatly over- 
stated both the 
potential and pro- 
bable reserves for 
variable annuities 
and the consequent 
need for acquiring 


Carrol M. Shanks 


common stocks. 

—Overlooked the safeguards in the 
present New Jersey law that make 
domination of corporations through 
stock ownership impossible. 

—Failed to take into account the 
presumable expansion of the supply 
of common stocks in an expanding 
economy and as the demand for them 
increases. 

—Erred in equating the value of a 
corporation’s outstanding stock with 
its net worth. 

—Failed to appreciate the potency 
of the insurance commissioner’s li- 
cense-revoking power as a deterrent 
to inflation-scare tactics in the selling 
of variable annuities. 

Those were the main points that 
President Carrol M. Shanks of Pru- 
dential made in his statement at the 
hearing conducted by the business af- 
fairs committee here. The questions 
raised by the economic consultant, 

(CONTINUED ON PAGE 22) 


Bills In N. J. Legislature 
Can’t Be Modified To Cure 
Flaws, Says Met President 


TRENTON—Applauding all the mis- 
givings about variable annuities ex- 
pressed by the 
New Jersey assem- 
bly’s economic 
consultant, Presi- 
dent Frederic W. 
Ecker of Metro- 
politan Life reit- 
erated to the as- 
sembly’s business 
affairs committee 
his well known un- 
compromising op- 
position to the is- 
suance of this new 
form of contract by life companies. 

Appearing at the committee’s invi- 
tation, Mr. Ecker dealt with most of 
the points mentioned in the memoran- 
dum prepared for the committee by its 
consultant, Prof. Salomon J. Flink, 
head of the economics department at 
Rutgers university, whose comments 
are reported elsewhere in this issue. 

“We believe that variable annuities, 
when stripped of all technicalities, of- 
fer to the purchaser nothing more or 
less than an opportunity to partici- 
pate in the performance of an under- 
lying portfolio or pool of common 
stocks, with all the risks inherent in 
such a venture,” Mr. Ecker declared. 
“It is speculation rather than insur- 
ance. We feel very strongly that such 
contracts have no proper place in the 
life insurance industry and should not 
be sold by life insurance companies 
nor by life insurance agents. Conse- 
quently, we are unable to suggest any 
changes in the proposed legislation 

(CONTINUED ON PAGE 19) 





Frederic W. Ecker 


IRS Hits Debit Men 
With Tough Rule On 
Expense Deductions 


Only Transportation Costs 
Can Be Counted In Setting 
Adjusted Gross Income 


WASHINGTON—A ruling has been 
issued by Internal Revenue Service 
that debit agents are not considered 
to be outside salesmen by the Inter- 
nal Revenue Service and therefore 
are not eligible for business expense 
deductions in computing their ad- 
justed gross income when filing their 
income tax returns, according to a 
joint general bulletin issued by Amer- 
ican Life Convention and Life Insur- 
ance Assn. of America. 

The new IRS ruling means that the 
expenses of debit agents can be taken 
into account only in computing net 
income, and this can be done only if 
the agent itemizes his deductions and 
foregoes the standard deduction. 

The IRS decision climaxes almost 
four years of deliberation on the is- 
sue, during which time the two asso- 
ciations, as well as National Assn. of 
Life Underwriters, asked IRS to pro- 
vide specifically that debit agents are 
outside salesmen. 

The internal revenue code of 1954 
permitted outside salesmen to deduct 
their trade or business expenses from 
gross income in computing adjusted 
gross income. This enabled them to 
have the benefit of both the trade or 
business expense deduction and the 

CONTINUED ON PAGE 6) 





Continental Casualty 
Introduces Paid-Up 
Hospital Cover 


Continental Casualty has introduced 
a lifetime paid-up hospital policy 
based on the principle of paid-up life 
insurance, providing A&S protection 
with lifetime renewals and no premi- 
ums due after age 65. 

The policy is guaranteed renewable 
with premiums based on age of pol- 
icyholder at issue. Continental re- 
serves the right to change premium 
rates on a class but not individual 
basis. Coverage can be purchased up 
to age 59. 

A male age 33 who desires $25 a 
day hospital limits, $250 miscelianeous 
and $400 surgical would pay an an- 
nual premium of $117, and would pay 
this premium to age 65 and then pay 
nothing. 


Pension Group Meets May 22 


Murray Isaacs, director of the wel- 
fare fund bureau of the New York 
department, will be the speaker at the 
May 22 meeting of the American Pen- 
sion Conference in New York City. He 
will discuss welfare pension problems 
in connection with the bureau’s work. 
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Motivational Research In Advertising 
Studied By LAA Southern Round Table 


By GEORGE E. WOHLGEMUTH 


ROANOKE, VA.—Motivational re- 
search and its application and use in 
life insurance advertising and promo- 
tion was the theme of the Southern 
Round Table of Life Advertisers Assn. 
annual meeting here. There was a 
good attendance and much interest 
was evidenced in this latest develop- 
ment in marketing research. Jan C. 
Leavell, vice-president sales promo- 
tion and advertising, Guaranty Sav- 
ings Life, chairman, presided at the 
opening session. 

New officers of Southern Round Ta- 
ble elected were: Clarence E. Bishop, 
promotion and advertising manager, 
Protective Life, chairman; Robert B. 
Lancaster, editor and assistant secre- 
tary, Life of Virginia, vice-chairman, 
and Clay R. Alexander, public rela- 
tions director, Lamar Life, secretary. 


Tells Why. People Buy 
How motivation research helps to 
acquire an understanding of the basic 


reasons why people buy life insur- 
ance was discussed by Dr. Jack N. 


Peterman, director of psychological 
research, Buchen Co., Chicago. “In- 
surance,” he said, “is the provision 


against the contingency of a great loss 
tomorrow at the cost of a compara- 
tively small price today.’ This defi- 
nition highlights three basic, objective 
aspects as insurance is seen by the 
insured or the potential buyer. These 
are that the need for insurance is 
based on the uncertainty of the indi- 
vidual with regard to the future; what 
is bought is protection against, or 
compensation for, possible future loss, 
and the cost of the insurance to the 
individual is expected to be far less 
(or is more conveniently distributed) 
than would be the price of the actual 
contingency insured against. 

Looked at in this way, it would ap- 
pear that selling insurance should be 
no problem at all. Everyone is more 
or less insecure. Every reasonable in- 
dividual wants protection against loss 
—or where that is not possible, at 
least some equitable monetary provi- 
sion to make that loss more easy to 
bear. It would seem that no one should 
object to paying less for something of 
greater value. Yet the facts are that 
many who should be buying (more) 
insurance are not doing so and that 
insurance, in the fullest sense of the 
word, has to be sold—all too often in 
the face of considerable resistance. 


Uncertainty Is Basic Drive 


While uncertainty about the future 
is the basic drive for setting up 
and purchasing of insurance, that 
very uncertainty is also associated 
with feelings of insecurity which are 
highly unpleasant and psychologically 
painful. This is the type of situation 
which psychologists call “withdrawal 
reactions.” Where any experience or 
subject of consideration is painful or 
unpleasant, it is typical for us to draw 
away from it, or if we cannot escape 
it in any other way, we tend pur- 
posely to forget it. 

For this reason, many who would 
normally own more adequate life in- 
surance so frequently put off doing 
anything about it. The very act of 
doing something about insurance is 
for many an unpleasant admission of 
their own mortality and in addition 


to awakening their own existing in- 
security feelings, augments their ten- 
dency to withdraw from a situation 
which brings them into painful con- 
flict with themselves—especially since 
in his unconscious, every person is 
convinced of his own immortality. 

Appeals of this kind, therefore, will 
often do more harm than good, for 
they make the person who has not 
faced up to his own emotional attitude 
about death feel guilty for not having 
made provision for the future while 
at the same time sensitizing his fear 
to deal with problems involving his 
own death and driving him further 
and further away from any final ac- 
tion. 

Also, many individuals feel that the 
undesirable or catastrophic which 
happen to others can’t really happen 
to him. 

Advertising and promotion which 
stresses the “This can happen to you” 
theme often fails to convince the 
reader that the “you” part of the mes- 
sage refers to him. 


Base Appeal On Insecurity 


A positive appeal, however, is pos- 
sible, despite the apparent insur- 
mountable difficulty. This appeal 
would be based, Dr. Peterman stated, 
on the very fact that personal inse- 
curity feelings and attitudes are both 
the underlying reason for, as well as 
the strongest deterrent against, taking 
action with regard to insurance mat- 
ters. “What is required here is the 
stressing of the mental (as well as the 
economic) security which insurance 
provides for the person insured—right 
here and now,” he declared. “The very 
act of obtaining insurance needs to 
be identified as a gratifying, security 
enhancing step which is itself asso- 
ciated with “peace of mind.” 

This appeal would avoid under- 
scoring the thought of death or that one 
has to die before any benefits can ac- 
crue to the insured or his benefici- 
aries. What should be stressed is that 
the individual himself can arrange to 
feel secure now in that he will not 
need to worry about what will happen 
to him, or his loved ones, at some fu- 


ture date. 
(CONTINUED ON PAGE 6) __ 


NAIC Technicians To 
Get Views On Group 
Minimums May 15-16 


The technicians’ committee appoint- 
ed by National Assn. of Insurance 
Commissioners to study the use and ap- 
plication of minimum group life rates 
under existing state laws will hold 
public meetings at the Sheraton hotel, 
Philadelphia, beginning at 10 a.m. 
May 15 and 16. 

This is being done to give industry 
representatives a chance to express 
their views on the reasonableness of 
the loadings in effect now under group 
life insurance minimum premium stat- 
utes. Any company desiring to be heard 
on the subject may file a brief or 
memorandum with the committee as 
an alternative to appearance at the 
public meetings. 

There are five states having extra- 
territorial minimum premium laws 
and the committee consists of repre- 
sentatives of the five states—Maine, 





Michigan, New York, Ohio and Penn- 
sylvania. Deputy Commissioner Fox 
of Pennsylvania is chairman and 
Charles C. Dubuar, chief actuary of 
the New York department, is vice- 
chairman. 

At the mid-winter meeting of the 
NAIC there was considerable concern 
about possible conflict of jurisdiction 
through the operation of extraterri- 
torial laws. The committee was ap- 
pointed by Commissioner Smith of 
Pennsylvania, chairman of the NAIC 
subcommittee appointed to study the 
use and application of minimum group 
life rates under existing state laws. He 
pointed out that the subcommittee is 
anxious to have a report from the 
technicians’ committee on this phase 
of the problem prior to the annual 
meeting of NAIC at Chicago in June. 

Mr. Smith indicated also that another 
phase of his subcommittee’s study 
would be the possibility of developing 
a mortality table applicable to group 
life. 








Manhattan Life has bought the 
Steinway building at 109-113 West 
57th street, New York City, a 16-story 
building with about 151,000 square feet 
of floor space. The company is already 
occupying the third floor for home 
office accounting and tabulating. 

The plan is to integrate gradually 
the various departments now occupy- 
ing 10 floors in the home office build- 
ing at 120 West 57th street with those 
now in the Steinway building, so that 
eventually all home office activities 
will be in the Steinway building. The 
executive offices will be the last ta 
move. 
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Metropolitan Endows 
Ecker Chair Of Life 
Insurance At Wharton 


NEW YORK—Metropolitan Life ;, 
endowing a permanent full profesgo,. 
ship at Wharton school of University 
of Pennsylvania to be Known as the 
Frederick H. Ecker chair of life jp. 
surance, it was announced at a dinner 
Wednesday honoring Mr. Ecker on the 
75th anniversary of the day he starte 
working for Metropolitan. The occasion 
also marked the 90th year of operations 
of the company itself. 

At the dinner were some 450 guests 
to pay tribute to Mr. Ecker’s Many 
years of service to the institution of 
life insurance, his essential role jp 
guiding his own company to leadership 
in its field, and his contributions 
through the years to the financial ang 
business communities of the country, 

In accepting the endowment on 
behalf of the university, President 
Gaylord P. Harnwell said: “The ep. 
dowment of a chair of life insurance 
to be occupied by a_ distinguished 
professor at the university of Pennsyl- 
vania is an action of educational 
statesmanship on the part of the 
Metropolitan Life for which both the 
University of Pennsylvania and the 
entire academic community of ou 
nation are deeply appreciative.” 

Robert V. Fleming, chairman of 
Riggs National Bank of Washington, 
D. C., and for many years a Metropoli- 
tan director, paid tribute on behalf 
of the board. 

“Looking back over the long period 
of time that this distinguished Aneri- 
can has held high and _ responsible 
position, not only in our company but 
in the insurance world,” said Mr. 
Fleming, “the conclusion is obvious 
that Mr. Ecker is one of those rare 
individuals who has come to the fore- 
front in our republic by seizing the 
opportunities available to all under our 
free enterprise system and in so doing 
has created in the Metropolitan Life 
one of the great pillars of strength in 
our national economy.” 

Herbert Hoover had accepted an 
invitation to deliver the principal ad- 
dress but was forced to withdraw his 
acceptance on his doctor’s orders. His 
message of regret was read by Presi- 
dent Frederic W. Ecker. 


‘Step-Licensing’ On 
Agenda Of N. Y. State 


Life Underwriters 

ALBANY—“Step-licensing,” where- 
by an agent would have to pass the 
usual examination to get into the 
business but later on also pass a more 
searching test if he wanted to stay in 
it as a career, is one of the main topics 
on the agents for the annual meeting 
of New York State Assn. of Life Under- 
writers May 16 at the Sheraton hotel, 
Rochester, N. Y. 

Other items include adult education 
on term insurance, group coverages, 
social insurance and the American 
Legion type of association group case. 

In addition, there will be an election 
of officers, discussions of the unincor- 
porated business tax, next year’s legis- 
lation prospects, and the planning of 
a leadership training conference for 
local association officers. ; 

The association’s general committee 
will meet the previous day. 
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Senate Probe Wants To Know: Is Insurance 
Too Dominant, Too High, Too Unregulated? 


NEW YORK—Are life companies 
becoming too dominant in the nation’s 
investment picture? 

Does their exclusion from rate regu- 
latory laws mean that competition is 
adequately protecting the public from 
being over charged or is there a pos- 
sible defect in the scheme of state 
regulation? 

Are maximum life insurance bene- 
fits being afforded to policyholders at 
the lowest possible cost consistent 
with financial stability? 

These are some of the questions in 
the minds of the members of the Sen- 
ate anti-trust and monopoly subcom- 
mittee that is getting ready to take a 
look at the entire insurance business, 
the committee’s counsel, Donald P. 
McHugh, told the conference here of 
the insurance division of American 
Management Assn. 

Discussing the influence of life com- 
panies in the investment market, Mr. 
McHugh said, “here the problem of 


size and economic power and their 
potential for good or evil in the devel- 
opment of the economy will require 
careful study. Does the degree of 
concentration in the life insurance 
industry itself constitute a threat to 
effective competition, and does the vast 
economic power resulting from the 
sheer size of particular companies, 
within the control of a few, endanger 
our free enterprise system?” 

“The funds which are accumulated 
as a necessary adjunct to the insurance 
business have become increasingly 
significant in the future growth and 
expansion of the economy. The flow 
of insurance funds into the private 
investment market in the making of 
specific loans to businesses and indivi- 
duals is significant in terms of the 
internal structure of the industry it- 
self, as well as the power exercised 
over other American businesses and 
industries. If this great accumulation 
of financial power exercise has anti- 
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Home Office: Los Angeles / W. B. Stonnard, Vice President 


Occidental Policies 


To give protection in five markets not previously covered 
and thus widen the service of all Occidental people to 
their clients, we announce these new plans: 


1. A sub-standard Disability Income policy. 
A sub-standard Hospital policy. 


3. An over-age Disability Income policy, issued to 


. An over-age Hospital policy, issued to age 80. 


A lifetime guaranteed renewable Hospital policy— 
premiums subject to change. 


Details on all five new plans now available in all 
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We pay Lifetime Renewals...they last as long as you do! 
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Wis. Assn. Plans 
Congress May 16 A} 
Wisconsin U. Campus 


The annual sales congress of Wj 
sin State Assn. of Life Underwrite, 
sponsored by the school of commer 
University of Wisconsin, will be 
May 16 in Memorial Union Theaty 
on the university campus. 

Morning sessions will feature 
liam A. Hunt, agency superinte 
midwest area for Phoenix yy 
speaking on “Its Getting Tougher» 
and H. P. Gravengaard, Vice-presiden 


social consequences, the subcommittee 
may seek to determine whether, on 
balance, and benefits resulting from 
this great size outweigh the harm.” 

Mr. McHugh commented that the 
problem of economic power has been 
intensified by reason of the increasing 
voice of life companies in welfare and 
pension trust funds. He quoted A. A. 
Berle Jr. as stating that the total of 
such funds runs close to $31 billion 
and levels out at perhaps in the vicinity 
of $70-$80 billion. 

“The impact of these concentrations 
of economic power is too little under- 
stood at the present time,” said Mr. 


McHugh. “Berle suggests the power and executive editor THE Nation, 
to dictate management will lie in the UNDERWRITER, “You in the Year; 
trustees or in those insurance compan- Ahead.” At the afternoon Session, 


ies which administer trust funds. 

“It is not unlikely that the subcom- 
mittee will continue the study under- 
taken by the Temporary National 
Economic Committee of the question 
whether maximum life insurance bene- 
fits are being afforded to the policy- 
holders at the lowest possible cost 
consistent with financial stability.” 

Most of Mr. McHugh’s talk was on 
the effectiveness of state regulation of 
regulated lines of insurance and 
whether perhaps it might not be going 
so far as to be restraining competition 
to a degree incompatible with the 
public interest. However, the absence 
of rate control over other lines doesn’t 
get them off the subcommittee’s hook. 

“The exclusion of reinsurance, health 
and accident, life, aviation and ocean 
marine insurance from rate regulatory 
laws indicates either a complete reli- 
ance by the states upon competition 
to protect the public or a possible de- 
fect in the scheme of state regulation,” 
said Mr. McHugh. “In any event, an 
appropriate area of study would cer- 
tainly include the rate activities of 


A RECORD 38% SALES GAlh 
: in ’S7— | 
AND STILL BIGGER TARGETS 
AHEAD FOR ’58 


Russell H. Moore, Mutual Benefit 
agent and lecturer at Michigan Sta, 
university, will talk on “Econom: 
Death, It Need Not Be A Tragedy: 
and Francis L. Merritt, training q. 
rector Mutual Benefit, will talk 
“Double Your Production.” 

Gov. Thomson and Commissiong 
Rogan will each give an address a 
the luncheon meeting. John W. Fre. 
man of Madison, association president 
will preside in the morning, ay 
Kenneth W. Walker of Janesville 
vice-president, in the afternoon. 





some or all of these exempt types of 
insurance.” 

States that make it tough for ney 
companies to set up shop or ge 
licensed can also expect attention 
from the Senate subcommittee. 

“A properly administered state pro- 
gram must balance the need for pre. 
serving solvency and financial stability 
with the goal of promoting competition 
through the licensing of new insurance 
carriers,” Mr. McHugh warned. 


Bankers Security Life set new high records for insurance 
in force last year—with a 38% increase in Ordinary Life 
plus the rapid growth in sales of its popular new A&S and 


Hospitalization contracts. 


BANKERS SECURITY LIFE GENERAL AGENTS 
ARE LOOKING AHEAD TO THIS RECORD ‘58. 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


103 Park Avenue New York 17, N.Y. 


Call Agency Department—MUrray Hill 5-4000 
ES 
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NEW YORK—Life Insurance Pro- 
perty—The Hallmark of Personal Pro- 
gress, by Merryle 
S. Rukeyser, nat- 
ionally syndicated 
writer on _ econ- 
omics, has been 
issued by Home 
Life of New York 
in a 32-page book 
as an_ attractive 
an d_ persuasive 
way of getting 
people to under- 
stand and _ take 
a4 pride in their life 
insurance. 

At a press con- 
ference here President William Le 
Worthington said Home Life had these 
objectives in publishing the book: 

—Help clients understand the val- 
ves and satisfactions to be derived 

life insurance. 

T eaucate the public as to the in- 
trinsic property values of life insur- 
ance. 
—Counter life insurance’s most im- 
portant source of competition—high- 
priced durable consumer goods—by 
pointing up the property values of life 
insurance, the prestige and wisdom of 
life insurance ownership. 

The book describes life insurance, 
and the benefits to be derived from it, 
in new, imaginative terms. Life in- 
surance is estate property in modern 
form, says Mr. Rukeyser, offering the 
owner not only a sound financial re- 
turn but also “physical income, that 
is, in benefits in terms of peace of 
mind, a sense of family loyalty, a con- 
viction of prudence, and a feeling that 
the statistical uncertainty of one in- 
dividual’s life span need not frustrate 
the making of dreams and the fulfill- 
ment of hopes.” 


Put First Things First 





W. P. Worthington 


Building up the life insurance own- 
er’s credit for self-discipline in put- 
ting first things first, Mr. Rukeyser 
says: “Such property ownership is 
worthy of community respect and 
stands in sharp contrast with the be- 
havior of those who indulge in con- 
spicuous consumption, while neglect- 
ing to meet the invisible costs inciden- 
tal to provision for the future. 

“Sometimes the family next door 
appears to be more successful in living 
well on a limited income. Other cou- 
ples in the neighborhood, struggling 
with the restrictions of their own fam- 
ily budget, wonder what magic makes 
it possible for this family to enjoy 
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Home Life’s New Book Builds Prestige 
Of Insurance Vs Conspicuous Spending 


more and better things. Sometimes 
the assumed superiority of the neigh- 
bor in financial management proves 
to be mythical, and consists of hiding 
some unpaid bills under the desk blot- 
ter. The easy spenders may be dis- 
posing of income only where it shows, 
while neglecting the less conspicuous 
but far more vital, intangible forms 
of property, such as life insurance. 

“Such an unbalanced procedure 
stamps them as economic aborigines, 
who eat their seed corn. They lack the 
imagination and self-discipline need- 
ed to forego some of immediate satis- 
factions in order to build for the fu- 
ture.” 

The book is noticeably attractive in 
typography and illustrations. It was 
designed by Charles A. Turner, as- 
sistant to the president. 


Standard, Ind., Cuts In-Force 
Figure To Exclude Credit Life 


The amount of life insurance in 
force which Standard Life of Indiana 
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counts as the official amount is $118,- 
865,478, and not the $143,072,810 
shown in the tabulation in the April 
26 issue of THE NATIONAL UNDER- 
WRITER. The latter figure includes 
some $24,207,000 of credit insurance, 
which the company does not show in 
its policy exhibit because of its tem- 
porary nature, although its existence 
is noted on the margin of the reports 
made to state insurance departments. 
President Harry V. Wade of Standard 
asked that this explanation be printed 
so as to dispel any incorrect impres- 
sion as to the amount of insurance 
in force in the company. 


Bowles, Andrews & Towne 
Add Two At Atlanta Office 


Edward H. Kruse Jr. and W: A. 
Dreher have joined the Atlanta office 
of Bowles, Andrews & Towne, Inc., 
consulting actuaries. 

Mr. Kruse is a former member of 
Congress from Indiana and later served 
as probate judge in Indiana and trust 
officer of Lincoln National Bank & 
Trust Co., Fort Wayne. Mr. Dreher, a 
fellow of Society of Actuaries, former- 
ly was assistant group actuary with 
New York Life, where he specialized 
in employe benefit plans. 
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A. L. Beck New Head Of 
Natl., Vt.. GA Assn. 


Arthur L. Beck of Buffalo, was 
elected president of National Life of 
Vermont’s general 
agents association 
at its annual meet- 
ing at Colorado 
Springs. He suc- 
ceeds Norman 
Smyth of Denver. 

H. F. Johnson 
of Chicago was 
elected vice-pres- 
ident and Philip 
F. Hodes of New 
York City secre- 
tary. The new ex- 
ecutive committee 
also 
seph R. Blum of Omaha, Harold Smyth 
of Hartford and Charles A. Elliott of 
Kansas City. 

The president’s trophy for the best 
all-around agency went to the H. F. 
Johnson agency of Chicago. Agencies 
ranking second, third and fourth, re- 
spectively were Dillon at Atlanta, 
Fern at Newark and Smyth at Hart- 
ford. 
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IRS Hits Debit Men 
With Expenses Ruling 


(CONTINUED FROM PAGE 1) 


optional standard deduction. 

The ALC-LIA bulletin points out 
that under the new ruling debit agents 
may still deduct transportation ex- 
penses in computing adjusted gross 
income, and it is expected that this 
deduction will cover most of their ex- 
penses. An agent may of course de- 
duct his expenses in full if he item- 
izes his deductions instead of taking 
the standard deduction, the bulletin 
points out. 


WASHINGTON—Turned down by 
Internal Revenue Service in seeking 
better income tax treatment for debit 
agents, National Assn. of Life Under- 
writers will now “redouble its efforts” 
to get legislation defining debit agents 
as “outside salesmen,” just as agents 
selling only ordinary are defined. 

“In order to get this illogical and un- 
fair situation corrected, NALU has al- 
ready asked the ways and means com- 
mittee to recommend legislation speci- 
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fying that debit agents are outside 
salesmen, said John Z. Schneider, 
Connecticut General, Baltimore, chair- 
man of the NALU committe on federal 
law and legislation. “We now will re- 
new this request and push it before 
any other committee having to do with 
such legislation.” 

Early last year the two associations 
and the NALU appeared at Internal 
Revenue Service hearings on the pro- 
posed regulations dealing with outside 
salesmen and later jointly supplied 
additional information in support of 
their position that debit agents are 
outside salesmen. The regulations then 
announced by the IRS neither adopt- 
ed the language requested by the in- 
surance business, nor took a position 
against the debit agents, but the rul- 
ing just announced leaves no doubt 
as to the position of IRS excluding 
debit life insurance agents from the 
definition of outside salesmen, the 
bulletin states. 

All American L.&C. of Chicago is 
now licensed for A&S and life in New 
Mexico, bringing the total to 26 states 
in which the company is licensed. 


Motivational Research Studied By LAA 


(CONTINUED FROM 


The approach has the potentiality of 
underscoring that such mental secur- 
ity is in itself one of the contributors 
to a longer life for the individual, 
since there is considerable reason to 
believe that those who worry least 
and have the fewest insecurity feel- 
ings are, because of that very fact, 
longer lived. 

The purpose of motivation research, 
he pointed out, is not the exploitation 
of people’s hidden weaknesses and 
failings, but rather the discovery of 
the relevant needs and desires that 
can be most effectively satisfied. 

After discussing what existing psy- 
chological studies have shown into the 
attitudes of people toward life insur- 
ance, Dr. Peterman indicated a few 
areas in which further research would 
likely to be fruitful. Studies are much 
needed to investigate differences in 
attitudes and feelings among purchas- 
ers of insurance at different stages of 
the family life cycle, affected by the 
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Ask us about special class underwriting. 


VA Check these features of StaTE MuTuat’s Sickness & Accident 
non-can, guaranteed .continuable loss-of-time coverage 


@ ALL PLANS ARE PARTICIPATING. Present dividend, beginning at 12%, paid on 
third anniversary. (Not guaranteed, based on current scale.) 


@ NO AVIATION RESTRICTIONS. 

@ NO FOREIGN TRAVEL RESTRICTIONS. 
@ NO AVERAGE EARNINGS CLAUSE. 
@ NON-HOUSE-CONFINING ... FULL BENEFITS PAID...NO PROBATIONARY PERIOD. 
@ INCONTESTABILITY. (Company cannot contest policy after it has been in force 


@ WAIVER OF PREMIUM. (After four months throughout total disability not just 
through indemnity paying period.) 
@ PARTIAL ACCIDENT BENEFITS PAYABLE BEFORE, AFTER OR WITHOUT TOTAL 


@ LEVEL PREMIUM. (Premiums remain same throughout entire life of con- 


@ FIVE-YEAR SICKNESS AND ACCIDENT COVERAGE. (Disability due to sick- 
ness, prior to age 65 entitled to benefits up to full five years, if disability 
is continuous. ) 

@ TEN-YEAR SICKNESS AND ACCIDENT COVERAGE. (Sickness benefits paid 
up to ten years or to age 65, if less, but not less than two-year max- 


@ ACCIDENT CLAUSE READS “Resulting from accidental bodily injuries” 
and not “by accidental means” —a vital difference. 


@ STATE MUTUAL ISSUES DISABILITY TO AGE 65. One of the few Com- 
panies issuing this plan. For disabilities commencing after 63rd 
birthday, we guarantee a two-year maximum benefit period. 
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ages and composition of the famp 
membership. A 

Other areas are the question of 
attitudes of life insurance purchases 
to multiple coverage or combinatin 
policies as against straight life ingy 
ance, the different attitudes to diffe. 
ent kinds of sales and promotions 
strategy, and an intensive investiga 
tion of the role that a life company 
name or reputation plays in the fins 
choice made by the purchaser. 3 

How two different companies hays 
utilized motivation research in the» 
advertising and promotion program: 
was discussed by Joseph Ehrenreich, 
associate director, planning and de- 
velopment department, Prudential, ang 
Robert D. Bischoff, director of publie 
relations, State Farm, both of wi 
began studying in 1954 the factor 
that make people buy insurance, The 
State Farm program was devoted tp 
the factors that influence people to 
buy automobile insurance. 
















Expects More Motivation Study 


Mr. Ehrenreich said he expected to 
see more and more motivation re. 
search in industry and the “life cycle” 
approach has a great deal of promise, 
Prudential, for example, in determin. 
ing fundamental attitudes, has used 
pictures, for which the individual eo- 
operating in the study is asked to 
furnish captions; incomplete  sen- 
tences, which the individual is asked 
to complete, and discussions of life 
insurance attitudes by small groups 
made up of people in the same busi« 
ness or profession. ij 

Studies have shown criticism of the 
agent because of immorality, efforts 
to prevent claim payment, and desire 
to take advantage of the ill-informed, 
he said. £ 

The company wants to find out why 
people buy life insurance, and why 
they buy different amounts. « 

Nationally, regardless of income 
bracket, people spend about 3% of 
their income on life insurance pay- 
ments. Within the same income brack- 
et, however, people may spend from 
0 to 9% of their income for life en- 
surance, he said. : 


LIAMA Studies 500 Buyers ‘ 


Prudential found that LIAMA was 
undertaking a study of the psycho- 
logical factors that influence people to 
buy. This study, based on 500 inter- 
views in Ohio and Indiana, is ex- 
pected to be ready soon. ‘ 

Mr. Ehrenreich said Prudential 
does not distinguish between motiva- 
tion research and other research in its 
planning and development program. ~* 

The important thing is to focus on 
the problem and decide what is it 
that we want to know. What do we 
want to solve? Sociological concepts” 
should be considered in the study. 

In setting up a program, it is highly 
important to have fully qualified peo- 
ple conducting and evaluating the re- 
search, Mr. Bischoff emphasized. Be 
sure to build in a few check points in 
the study to make sure you are on the 
right track. 

The study conducted four years ago 
by State Farm indicated that price is 
the biggest attraction in the purchase 
of auto insurance. People want low 
cost insurance, but they don’t want 
cheap insurance. They want prompt 
service. 

People resent paying for nothing. In 
auto insurance, one insured in three 

(CONTINUED ON PAGE 27) 
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j Scare 
Two-Thirds Of Group Insured Covered, peed BB soon > tame perce, 
2 h } 7 ( 6“ : 
At Least Partly, For Retirement Years Nusiber Of AkieERe Rani oe 


More than two-thirds of the persons 
currently covered by group life insur- 
ance have provision for some life in- 
surance continued into their post-re- 
tirement years through their group 
plans, Institute of Life Insurance es- 
timates. 

When group life was first intro- 
duced nearly 50 years ago, there were 
only about 4 million people at age 65 


or more, and little consideration was outliving their husbands has been an 
given to post-retirement planning. To- important factor in impressing both 
day, with over 14 million persons at employer and employe with the need 
or beyond age 65, and with a 1975 for continuing group life insurance.” 
expectancy of about 20 million over Since about 90% of group life insur- 
this age, greater emphasis has been ance is written on a term basis, most 
placed on continuance of at least some plans use this basis for continuing 
of the group life protection after the after-retirement coverage for the life- 
active working years. time of the employe. Carrying the 

“This has been especially true in older, retired employes’ term insur- 
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makes a difference... 


e believe that successful 

life insurance agents 
deserve unlimited opportunity 
to continue learning from 
top-notch teachers. 


FTER mastering the fundamentals, North- 
A western Mutual Agents can continue their 
personal development under the guidance of the 
Educational Division and with the practical help 
of the Advanced Underwriting Division. A staff 
of experts gives assistance, conducts seminars, pro- 
duces periodic issues of the Advanced Under- 
writing Training Guides and Letters—operates a 
well-planned, thoroughly integrated educational 
program. 

From the start, Northwestern Mutual Agents 
move confidently in all underwriting areas, secure 
in knowing that each day will make them more 
self-sufficient and that when they do not know the 


answer there is help available. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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ance on the companies’ group ingyy. 
ance rolls necessarily increases th 
over-all unit cost of the plans, sing 
future death payments are inevitap) 
for all retired workers. 

Most group life plans providing pro. 
tection for retired employes reduce th, 
amount of insurance to either a fi, 
sum or a percentage of the amoyy 
carried prior to retirement. A 
portion keep the insurance at pp. 
retirement level. 

A growing number of employers ap, 
stabilizing the cost of their group lif, 
programs, as it concerns their retir; 
employes, by either purchasing y 
converting to forms of group permap. 
ent life insurance protection, Fig 
written to any extent in 1941, groy 
permanent insurance now account 
for close to 1/10 of all group life jp. 
surance in force. 


Combined Term And Permanent 


At the beginning of 1957, aboy 
five-sixths of this group permaner 
protection was a combination of term 
and paid-up permanent insurance 
Usually written on a contributory ba 
sis, the employer pays for a deereas| 
ing term policy during the activ 
working years of the insured employe 
Meanwhile, the employes are pw. 
chasing units of fully paid-up life jp. 
surance, which provide either futur 
life insurance benefits to dependent 
or cash values to the insureds. 

The other one-sixth of the grow 
permanent life insurance was per. 
manent protection without the tem 
features, usually purchased on a leve 
or single premium basis and com 
monly paid for by the employer. Thes 
plans, which are written to fit ind. 
vidual employer needs orcircum 
stances, are drawn up in a number of 
ways. 


N. Y. Agents To Learn Abou 


Client Communication 


_NEW YORK—Hubert E. Davis, re 
tired vice-president of the Knigh 
agency of Union Central in New York 
City, Mildred F. Stone, staff assistar 
to the president of -Mutual Benefi 
Life, and John Lobingier Jr., directo 
of public relations of LIAMA, will} 
the speakers at the May 15 education: 
meeting of the New York City Lif 
Underwriters Assn. at 2:30 pm. 3 
Hotel Astor. 

The speaker will present a “Com 
mentary on Client Communication, 
dealing with proper methods of com 
municating with clients by the spoke 
word, the written word and by publi 
relations. There is no admission charg 
but only members may attend. 








The Unity Mutual 
Life Insurance Company 
of New York 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per 
sonal insurance. Juvenile 


policies our specialty. 
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Cites CREF Equity Annuities’ Success 
Despite Mediocre Common-Stock Record 


The success of College Retirement Equities Fund, the common-stock 
affiliate of Teachers Insurance & Annuity, “during these last two years 
of mediocre common-stock performance” was discussed by William C. 
Greenough, president of both organizations, in his talk at the recent 
meeting of American Pension Conference at New York. Because of wide- 
spread interest in the variable annuity, which CREF was the first to 
sell, as an offset to inflation, the portion of Mr. Greenough’s talk dealing 
directly with CREF’s experience is given here. 


CREF now has 39,000 participants in 
the premium-paying stage and 300 per- 
ms sons receiving an- 
nuities. Its total 
assets are $55.9 
million and premi- 
ums plus dividend 
income average 
over $1% million 
a month. 

Over 80% of the 
new persons com- 
‘ing under college 
retirement plans 
with us elect con- 
currently to go into 
CREF as well as 
TIAA. As a matter of fact, the figure 
was 85% last month; about the highest 
ever reached. Of the total participants 
in CREF, nine out of 10 have elected to 
put half of their money in the new com- 
mon stock fund, the other 10% split- 
ting about evenly between one-fourth 
and one-third. 


No Shifting Detected 


During these last two years of medi- 
ocre common stock performance, with 
recurrent substantial fears on the part 
of the general public as to the future, 
we have detected no shifting of CREF 
participants out of CREF, no attempts 
to “guess” the market, no development 
of “cold feet.” This pertains not only 
to individuals but to colleges—not a 
single college that had approved CREF 
participation for its staff members has 
rescinded such approval. 

Now we are getting close to what 
you want to hear. As you know, we 
have two units in CREF—the first we 
call the accumulation unit value re- 
presenting the value of the units owned 
by those people who have not yet re- 
tired. This is also the net purchase 
price of the unit for those people who 
are currently paying premiums. Our 
annual report, recently published, 
shows these unit values each month 
from July, 1952 up to December, 1957; 
if you would like the ensuing values 
for this year, they are as follows: Jan- 
uary, 1958, $18.25; February, 1958, 
17.92; March, 1958, 18.45. 

The March 31, 1958, value was about 
equal to the March, 1956, and the 
May, 1957, unit values. It is lower 
than the March value two years ago, 
but higher than any value previous to 
that, 85% higher than the March, 
1953, value. The low point in accumu- 
lation unit values was August, 1953, at 
$9.35; the high was July, 1956, at 
$20.83. 


Spreads Out Payments 


The other important CREF unit val- 
ue is the annuity unit value. As you 
know, CREF incorporates the annuity 
Principle of spreading out the pay- 
ments from both capital gains and 
dividends resulting from the common 
Stock investments throughout the in- 
dividual’s lifetime (and that of his 
second annuitant, if any, or for a spe- 
cified period). The value of the an- 
nuity unit is set as of March 31 each 
year with the new monthly payment to 
the annuitant commencing May 1. The 
value is determined by the total experi- 
ence of CREF, including capital in- 





W. C. Greenough 


creases and decreases, dividends plus or 
minus 4%, expenses and mortality ex- 
perience. The new annuity unit value 
for the coming year, hot off the press, is 
$16.71. The high value of the annuity 
unit was $18.51 in 1956-57, with a 
value of $16.88 in 1957-58, compared 
with $16.71 for the coming year. 

There is one table that I think best 
illustrates how this annuity pattern 
has worked to the present time. This 
shows the monthly annuity income 
that would have resulted from equal 
single premiums paid for TIAA and 
CREF immediate annuities at the 
start of CREF. 


INSUREability Insures Sales 


Provident’s INSUREability provision guarantees the 
client a right to buy as much as five times the amount 
of his original purchase — an additional $125,000, 
depending upon age —all at standard rates and re- 


INSUREability is a strong 


extra incentive for the prospect to buy now — anda 


gardless of his health. 


continuing incentive for him to buy again on his future 
option dates. This new feature guarantees standard 
life insurance for the client — and provides ‘“‘sales 


insurance’ for the life insurance salesman. 


PROVIDENT LIFE & A 


Amount Payable Monthly Beginning Aug. 1, 1952 


Annuity Year Guaranteed 


TIAA 


(rounded to nearest dollar) 


May-April TIAA Income + Dividends -+ CREF Income = Monthly Income 


1952-1953 $100 $0 
1953-1954 100 6 
1954-1955 100 6 
1955-1956 100 6 
1956-1957 100 6 
1957-1958 100 6 
1958-1959 100 8 


Thus, in spite of all the gloomy eco- 
nomic figures coming out day by day 
during the current recession, it doesn’t 
appear that the present situation will 
be much of a test as to policyholder 
attitude toward CREF during a period 
of recession. For our 300 CREF an- 
nuitants the annuity value is down 
only 14%% and about the same small 
decline also occurs for the premium- 
paying CREF participants. With such 
small declines in a year of recession, 
we do not anticipate much in the way 
of squawks. 

Last year the unit values were 
down about 9% from the previous 
year-end and this showed up in the 
CREF annuities being paid currently, 


Variable Total 
$114 $214 
108 214 
122 228 
160 266 
211 317 
193 299 
190 298 


and in the report to participants who 
were paying premiums during 1956- 
57. Thus last year was a better test of 
the CREF psychology than the current 
year. What was our experience last 
year? 

Premium-Paying Annuitants. We 
had 17 letters from individuals last 
spring asking how come they had paid 
“x” dollars in premiums and at the end 
of the year their total fund increased 
by less than “x” dollars. Didn’t we 
make a mistake in figuring? We wrote 
to each of these people explaining 
again what CREF is, and we had no 
further reaction other than a few let- 
ters saying: “Of course, I see now, I 
forgot I was talking about CREF in- 
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stead of TIAA.” Seventeen letters out 


of 39,000 premium-paying certificate- 
holders is not much of a problem. 

The individual participant in CREF 
who was receiving an annuity prior 


to May 1, 1957, had a drop of 9% in his 
annuity on that date last year, al- 
though the cost of living was still go- 
ing up. And yet it was only last month 
that we got our first questioning let- 
ter: 

“The theory of the fund, as I un- 
derstand it, is that the annuity pay- 
ments will largely parallel the cost of 
living. But isn’t it doing exactly the 
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opposite? If I may assume that the 
annuity-payment year is from May 1 
to May 1 then on the basis of my CREF 
annuity my 1957 annuity payments 
(from May 1, 1957, through April 1, 
1958) are approximately 9% less than 
for the like 1956 year. At the same 
time the cost of living, at least in our 
section of the country, has gone up 
by some 6%. In other words, the per- 
son with the straight dollar annuity 
has been better off than the one with 
the variable annuity.” 

In our letter in answer to this poli- 
cyholder we pointed out that it was 


quite true the annuity income from 
CREF had gone down last year, 
whereas the cost of living had gone 
up, but we drew his attention to the 
fact that on each of the previous two 
years his annuity had gone up 31%, 
whereas the cost of living in the three 
years combined had gone up only 7% 
for the country as a whole. His second 
letter in reply to ours was in rather 
glowing terms concerning TIAA and 
CREF so that modesty, false or other- 
wise, prevents me from quoting from 
it. 

Sometimes our statements regard- 
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ing the fact that we do not try in 
CREF to “guess” or “time” our com- 
mon stock purchases are misunder- 
stood. The idea that people can tell 
when common stock prices in general 
are “too high” or when they are “too 
low” is intriguing; it sounds both sen- 
sible and appropriate as an invest- 
ment approach. Of course, the best job 
of investing would be done by pur- 
chasing common stocks when they are 
low and selling them when they are 
high. This seems to be easier said 
than done. In retrospect, one tends to 
hear from those people who happened 
to guess right and not from those who 
didn’t. 

Approach Is Presented Strongly 


One also hears this investment ap- 
proach presented rather strongly by 
those who have had no direct experi- 
ence in the difficult business of ac- 
tually managing a common stock port- 
folio over a long enough period to have 
allowed them time to make four or 
five correct or incorrect decisions 
when they attempt to “time” their 
purchases and sales to hit low and high 
points. The experience of mutual 
funds and other institutional investors 
that try timing or formula plans is 
spotty, to say the least. But some in- 
stitutional investors are almost forced 
to spread their purchase unevenly be- 
cause of the unevenness of their in- 
flow of funds. 

In CREF we are fortunate in having 
a steady, continuing inflow of money, 
almost completely unrelated to com- 
mon stock prices at a particular mo- 
ment or to business conditions. We 
have kept CREF 99% plus invested in 
common stocks since the very start. 
We have not held cash, we have not 
shifted into bonds, we have kept the 
investments solely in common stocks. 


Are Happy With Investment Approach 


So far we are certainly happy with 
this investment approach. It has re- 
sulted for CREF in generally better 
performance than that of other institu- 
tional investment portfolios which we 
check periodically, or of the general 
indexes such as Standard & Poor’s and 
Dow-Jones. This favorable experience, 
of course, may or may not continue. 

Where “investment judgment” en- 
ters in, and we believe properly so, is 
in the proportion of assets or of new 
money going into “growth,” ‘“defen- 
sive,” or other industries at particu- 
lar times, and in the matter of selec- 
tion of the particular industries in- 





MANAGEMENT 
Bp CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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12 Million Calling Cards 
for United of Qmaha Men! 


In the past year more than 12 million American families were told about United of 
Omaha and United’s Policies-that-fit-Prospects. 12 million copies of Look, Parents’ Maga- 
zine and The Saturday Evening Post brought them the story of the United Family Plan 
and United’s double-duty 20-20 Plan. 


These 12 million families are waiting for a United man to call. Some of them are 
your friends, your neighbors, your business associates — your prospects. If you are in- 
terested in a profitable career closing sales with these prospects, write United of Omaha, 
Omaha, Nebraska. 


Be Far-sighted — Go United 


United bg 
OF OMAHA&: 


One of America’s Foremost Life Insurance Companies 





N. M. LONGWORTH, President 
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dustry are a number of indus- 
tries represented in the general com- 
mon steck indexes that are not rep- 


resented in the CREF portfolio. The 
selection of companies within the in- 
dustries is also made very carefully 
and after thorough study. 

During 1957 five new companies 
were added to the CREF list and four 
deleted, with 65 different companies in 
the list for purchase of common 
stocks at the end of the year. This, 
we believe, is use of investment judg- 
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ment of a high order of importance 
and in those areas in which investment 
judgment has real chance of being 
fruitful. 


American Home Life, 


Lincoln Mutual Merge 


American Home Life of Spencer, Ia., 
has been merged into Lincoln Mutual 
Life of Lincoln, Neb. The business of 
American Home will be serviced by 
the Evans agency of Spencer. 





For 


the 


“Senior 
Partner” 


GUARDIAN'S 


PR-85 


For the client over age 50 — either an 


individual or a principal in a business insurance 
case — GUARDIAN’S Preferred Risk 85 is an 


attractive buy — low premiums, high 
dividends, high cash values. 


And if the insurance is needed for business or 


tax purposes, the flexible provisions of 


GUARDIAN’S modern contract — such as the 
right, where owner is beneficiary, to name a 


new beneficiary within 90 days after the 
insured’s death — provide many 
important advantages. 
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General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


formation, or write... 


The GUARDIAN Life 


Insurance Company 


OF AMERICA 


LIFE @® ACCIDENT AND HEALTH @® GROUP 


A Mutual Company—FEstablished 1860 


50 Union Square—New York 3, N. Y. 





Mass. Mutual Exceeds 
$5 Billion Ordinary 


Massachusetts Mutual went over the 
$5 billion mark in ordinary in force 
in the first quarter and had a total of 
$6,214,584,000 of individual and group 
coverage on its books on March 31, 
President L. J. Kalmbach told the 
quarterly meeting of directors. 

Sales for the quarter were $286,190,- 
967, up 21.3%. Ordinary was up 22.6% 
and group gained 14.2%. 


Occidental Of Cal. Sets 


New Plans, Procedures 


Occidental Life of California intro- 
duced new policies and procedures at 
the recent conventions held in Miami 
Beach, Chicago and Coronado, Cal. 
New plans include a premium grada- 
tion plan with gradation by size, grad- 
ing premiums for each $1,000 of insur- 
ance, by which most policies will be 
written in the future; a lifetime guar- 
anteed renewable hospital plan; a sub- 
standard disability income policy for 
physically impaired or over-age per- 
sons; and an increase in double in- 
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demnity to 2% times the base policy 
for ages 16 to 60. 

Among the new procedures re- 
vealed were a simplified application 
and receipt form and a monthly billing 
system similar to the ones used by 
utilities. 


Mid-Atlantic dination 
Hold Meet At Richmond 


Middle Atlantic Actuarial Club held 
its spring meeting in Richmond at Life 
of Virginia’s offices. 

Henry F. Rood, president of Society 
of Actuaries and vice-president and 
actuary of Lincoln National Life, pre- 
sident of the club; William H. Lewis, 
Life of Virginia; and Henry Smith, 
underwriting vice-president of Equi- 
table Society addressed the meeting 
in the morning. In the afternoon 
George Davis, associate actuary of Life 
Insurance Assn. of America, spoke on 
taxation, and a panel discussed “How 
Flexible Are Actuarial Principles?” A 
session of informal discussions covered 
social security legislation, educational 
requirements for actuaries, insurance 
department examinations, the family 
plan, and credit life. 
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before settling on the Company 
you want to represent! 


) 








HETHER you want to be a producing agent or organize an 
V V agency all your own, you will do well to look at the State 
Life. That’s because State Life—headed by aggressive and 
experienced men—offers everything that it takes to interest 
and develop agents and agency managers . . . liberal compensa- 
tion with retirement provisions, thorough training courses for 
, agents and agency management, career financing plan for new 
men and a host of other advantages too numerous to mention 
here. So write immediately for all details. There are terrific 
opportunities in many states. 
} DIHL H. LUCUS—Director of Agencies 
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Realism About Recession Sells More 
Lite Insurance Than Pollyanna Talk 


LIFE INSURANCE EDITION 


H. L. Lee First President 
Of N. Y. City Branch Unit 


NEW YORK—Herbert L. Lee, man- 
ager for Prudential at Jamaica, was 
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dential, Forest Hills, educational vice- 
president; Irwin Olshan, New York 
Life, Jamaica, public relations vice- 
president, and Jack Falcon, Phoenix 
Mutual, Hollis, secretary. 


By HOWARD J. BURRIDGE 


Life insurance is one of the few 
major businesses that showed an 
increase in the first quarter of 1958 
js compared with 1957. For most com- 
panies, even the second quarter seems 
likely to record a gain. Production of 
life insurance this year has been truly 
remarkable considering the down-turn 
in the economy and the difficulties 
that many industries are encountering. 
By comparison with other businesses, 
the record of life insurance production 
this year is remarkable. 

There are indications, though, that 
those in the field are inclined to ex- 
press too much confidence and opti- 
mism in dealing with life insurance 
prospects and policyholders. They are 
saying that life insurance business is 
better than it was last year, that the 
recession is not serious, that it will 
soon be ended. They are using such 
expressions as “Don’t sell America 
short? and “Think prosperity—have 
prosperity,” etc. 


Not A Realistic Way 


This is not a realistic way to deal 
with policyholders and_ prospects 
whose own businesses are in a definite 
decline, and with whom the outlook 
is anything but reassuring or promis- 
ing. Such people cannot be made to 
feel unreservedly confident about the 
future by the mouthing of such slogans 
as “Buy now and be happy” or by 
referring to such vague and meaning- 
less things as “Operation Optimism”’, 
or “Crusade for Confidence”, or any- 
thing of the sort. It is a mistake for 
life insurance men to exude such a 
sense of well-being and prosperity in 
the presence of people who share no 
such feelings. 

Those who lived through the days 
of 1929 to 1934 know that a recession 
cannot be cured by the use of clever 
slogans, or by assuring everyone en- 
countered that everything is going to 
be all right. Recessions or depressions 
are the result of a number of compli- 
cated factors. They usually come into 
being slowly and are made to disappear 
the same way. 


Lavish Expenditure Won’t Cure 


Not only that, but they cannot be 
cured by a lavish expenditure of 
federal money for road-building, ad- 
ditional unemployment compensation, 
tax cuts or “make work” of any kind. 
The expenditure of money for any such 
things only increases the current 
deficit and the total national debt. 
Large sums of money will be spent 
in some of these ways owing to 
political pressure, but whenever gov- 
ernment money is spent to cure the 
Tecession, it will surely, and beyond 
any possible doubt, bring on a greater 
degree of inflation. 

Whatever “cures” for the recession 
May be put into effect, they will 
without question bring more inflation 
In their wake. More national debt 
Means more inflation. This is simple 
arithmetic. For so far ahead as anyone 
May now foresee, the cost of living is 
certain to rise 2 to 3% a year, and 
very possibly more than that. 

It is at this point and for this 
Teason that the life insurance man 
should be able to make his most ef- 
fective life insurance argument. Con- 
tinuing or creeping inflation means 
that whatever life insurance may now 
be owned is going to decrease in buy- 
mg power by 2 to 3% or more in 
very year that it is in force. The 





Principal speaker was Stanley C. 
Collins, staff supervisor in Metropoli- 
tan Life’s field management division, 
who was the first debit agent to be 
president of National Assn. of Life 
Underwriters. 


only answer to this, from the stand- 
point of the policyholder, is to buy 
more life insurance. There is nothing 
else for him to do that will protect 
beneficiaries in the years ahead. 
Similarly, in times like these, pro- 
spects are in greater need of life 
insurance than ever before. The cost 


elected president of the Queens branch 
of New York City Life Underwriters 
Assn. at the branch’s first annual 
election meeting, a luncheon at Queens 
Village. 

Other officers are Robert N. Perry, 
Equitable Society, Jamaica, vice-presi- 
dent; Harold Johnson, Metropolitan 
Life, Ozone Park, membership vice- 


All American Life & Casualty of 
Chicago has been licensed in New 













of living is at a record high level and president; Eugene P. Cinquemani, Pru- Mexico. 
certain to rise, and so the family of 

any man without life insurance or 

with an inadequate amount would be 

in a dangerous situation if the head with 


of the family should be removed by 


death. our Exclusive Policies’ 


Is More Candid : 
Life —- Group —A&5S 

This kind of a discussion of the 
certain effects of the recession upon 
the average family is much more can- 
did, realistic and perhaps revealing to 
the life insurance prospect than is any 
idle or naive boasting about business 
results or assurances that “Everything 
is all right,’ that “We are going to 
work our way out of this thing without 
any trouble,” or any other meaningless 
phrases. 

Life insurance men have been 
taught for years to talk the prospect’s 
language. The language of most pro- 
spects today is not one of unbounded 
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optimism, good cheer, confidence that WIRE or WRITE - AGENCY 
the recession will soon fade away, or openings 


BYRON C. JOHNSON, Agency Vice-President 


the conviction that the old order of 
prosperity is very shortly to be 
restored. So long as this is the case, 
it is almost a total waste of time to 
try to persuade prospects that what 
they are thinking is not true. 
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Instead, if the recession is to be INDIANA 
discussed (and most prospects want INDIANAPOLIS. INDIANA sanuaus 
to discuss it, and give an opinion about 
3 : ‘ | MICHIGAN 
it) let the agent lead the discussion | the Company MINNESOTA 






to a consideration of what the reces- 
sion is going to do in the way of 
creating additional inflation and how 
the prospect may be protected against 
this by the purchase of life insurance. 
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P ; \ Do you feel like you want to move up — are you cramped 
, veil ae yo } in your present position? Would you like the opportunity 
' Ga FV ee De j to “stretch out” into an agency of your own? 


eee Steen Ze’ We have just what you’re looking for. . . 
: % Top agency building contract! 
¥% Liberal contract for your agents! 
% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 
% Selling aids designed to make sales! 
¥% Effective free direct mail program! 
¥% Group insurance! 
¥% Pension plan! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


BEES — a Life Insurance Saciely 


Founded in 1878 Home Office Detroit 2, Michigan 
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...nere’s how Pacific Mutual 
does more for its underwriters: 








‘*Family Circle Protector’’ 


—for package or program, a really low cost, one premium Family Group 
Rider —can be issued with most permanent Participating Plans on father 
—wife* and children* are covered for the same premium regardless of 
family size— newborn or adopted children covered automatically. 

*Fully convertible at expiry date. 


**Value Increase Provider’’=Life Paid at 95 


$25,000 minimum policy that provides: 
e highest cash and loan values (full net level reserve first year ) 


@ increasing term insurance automatically included to age 65 (or for 
10 years at issue ages above 55) equal to the full cash value 


For example, at age 35—standard table, here are the cash values and 
net cost: 


PER THOUSAND ($25,000 BASIS) 
TOTALS 











CASH NET TOTAL 


* 






















32.24 or 21.81 10.43 1021.81 
2 64.48 2.38 43.84 18.26 1043.84 
161.20 16.79 111.08 33.33 1111.08 
10 322.40 55.89 225.35 41.16 1225.35 


10 Year Average Net Cost per 1,000 of protection = $3.67* 


*These figures include dividend : which are based upon the Company’s present 
dividends scale. They are neither estimates nor guarantees and may be higher 
or lower in the future. 
































































‘‘Guaranteed Renewable Comprehensive 
Hospital and Medical Plan’’ 


—provides ideal protection for catastrophic hospital and medical 
expenses for either accident or sickness—a choice of deductible amounts 
—this policy is guaranteed renewable to age 65 at rates in effect on 
renewal date—conversion privilege to Senior Hospital Plan assures 
lifetime protection. 











*‘Guaranteed Renewable 
Senior Hospital Plan’’ 











—completing the sales portfolio, a sales plan issued to senior citizens 
age to 75—provides liberal amounts for hospital room and board, hospital 
services and surgical expenses — dependents may be included —policy is 
guaranteed renewable for life...at rates in effect on renewal date. 










Modern Loose Leaf Rate Book —a complete field 
underwriting handbook 


Special Flexible Settlement Options — facilitates 


plus 














Bs i it individual 
additional pe pcan oanaaan Term riders (fully 
convertible) — provide maximum flexibility 
features intact meen 





Life Insurance Company 


HOME office: Los Angeles, California 


...@ company 
that looks to 
the future! 









Pacific Mutual Adopts 
Relative Value Table 


Pacitic Mutual Lite has adopted a 
rejaiive value schedule to determine 
reasonable fees for medical services 
rendered. To be used in underwriting 
comprehensive major medical plans, 
the new schedule provides “plans 
which will be consistent and realistic 
in the amount of protection afforded 
for any phase of treatment in any 
geographical location,’ according to 
Darwin S. Liggett, assistant vice- 
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president, who made the announce- 
ment to group department field rep- 
resentatives at annual four-day semi- 
nar in Phoenix. 

The schedule covers four medical 
service aspects—surgery, pathology, 
radiology and medical service—and is 
based on relative value of one medical 
procedure to another in terms of skill 
and time involved. It can be trans- 
lated into dollar values commensurate 
with average fees charged in a given 
locality. 

Mr. Liggett said that the advantages 
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General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


PROTECTIVE LIFE 


William J. Rushton 
President 
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PROTECTIVE LIFE BUILDING 1 
BIRMINGHAM, ALABAMA 


of the schedule are: It permits ad- 
justment of benefits to the average 
medical charges of any geographical 
location; it grants a prospective group 
policyholder greater latitude in se- 
lecting a medical plan which will best 
fit his employes’ needs; it allows for 
development of realistic premium 
costs based on known benefits; and it 
provides payment to those rendering 
professional medical services on a log- 
ical and reasonable basis. 


Abrams & ein: New Ad 


Agency In Insurance Field 


A new advertising agency, Abrams 
& Bogue, has opened offices at 79 Wall 
street in New York, specializing in 
insurance advertising and public re- 
lations. 

Bruce R. Abrams was with Auto- 
mobile and Aetna Casualty from 1950 
to 1956, and since then has been public 
relations counsel for industrial, con- 
sumer and insurance accounts. Most 
recently he has been a vice-president 
of Allston Associates. 

Robert Bogue was art director and 
production manager for Allston As- 
sociates for 14 years. 





May 10, 1958 


L. M. Bauman Heads 


Bankers Security 

Lloyd M. Bauman has been elected 
president and a director of Bankers 
Security Life of 





New York City. Paul 
He is also execu- Cla 
tive vice-president name 
of United Services Paul 
Life of Washing- and | 
ton, D. C., and Prot 
Farmers Life of — , 
Des Moines. The as re 
three companies, ing | 
forming the As- their 
sociated Life Com- regiol 
panies group, the in 
which is owned by oe ee pal 
Financial General ode 
Corp., have approximately $700 mil- Fific 
lion of insurance in force. also 
Also elected to the company’s board super 
were George Olmsted, president of Newa 
United Services and Farmers Life and 
of Financial General Corp; William L. John 
Cobb, president of Northeastern Ins, Mic 
Co. of Hartford, and R. S. Elliot Jr,, appoul 
executive vice-president of Financial Portle 
General. becom 
Tex. 
Mr 





For men with their eyes fixed on 
the stars of achievement .. . men 
whose horizons continually expand 
—who set their sights on goals of 
worth ... American Travelers’ Life 
presents a challenge — an inspira- 
tion — and such rewards as 


Pp se) @s American Trav- 
elers’ is backed by a depth of expe- 
rience in life underwriting—is 
founded on some sound “‘old-fash- 
ioned” ideals—is a company you'll 
take pride in representing! 


American Travelers’-—a company you can go with—a company you can grow with! 


: one 


512 NORTH DELAWARE STREET 











—for men with vision . .. going places! 


For details write Roy A. Foan, President 


P«ofitss American Travel- 
ers’ Life Insurance is a salable prod- 
uct! Every American Travelers’ 
policy is full of “ you attitude” ben- 
efits which help you sell more... 
profit more.! 
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life at American Travelers’. All of “ge 

our efforts, planning and strategy | 
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a point we can reach only through liter tr 
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Paul Revere Life 


Clarendon Campbell Jr. has been 
named general agent at Newark for 
Paul Revere Life 
and Massachusetts 
Protective. He 
joined the compa- 
nies two years ago 
as regional train- 
ing supervisor in 
their eastern sales 
region. He entered 
the insurance busi- 
ness in 1952, be- 
coming a leading 
producer for Pa- 
cific Mutual and 
also serving as a 
supervisor in its 
Newark agency. 


John Hancock 

Michael J. Kaiser Jr. has been 
appointed acting district manager at 
Portland, Ore., and William E. Cunniff 
becomes district manager at Austin, 
Tex. 

Mr. Kaiser succeeds Oliver F. Kent, 
who must take an extended leave of 
absence because of illness. Formerly 
supervisor of field training, Mr. Kaiser 
will become district manager Sept. 1. 
Mr. Cunniff has been assistant dis- 
trict manager at San Antonio. He 
succeeds James C. Gilliam at Austin. 


Mutual Benefit Life 


Mutual Benefit Life has appointed 

RN Byron B. Brice as 
general agent at 
Birmingham. He 
entered life insur- 
ance in 1950 with 
Service Ins. Co. of 
Alabama, serving 
as divisional su- 
pervisor, and in 
1956 joined Mutual 
Benefit’s Birming- 
ham agency. He 
qualified for the 
Million Dollar 
Round Table 
1957 and 1958. 





C. Campbell Jr. 





in 


Byron B. Brice 


State Mutual Life 


M. Calvin Rand and Roy A. Mattson 
have been appointed managers of 
State Mutual Life at Cleveland and 





Roy A. Mattson M. Calvin Rand 

Omaha respectively. Mr. Rand started 
in life insurance in Charlotte, N. C., 
later transferring to Cleveland. Mr. 
Mattson entered life insurance in 1946 
at Topeka and has been in agency 
management in Kansas City and 
Omaha for eight years. He served as 
api in Omaha for Union Central 


Lincoln National Life 


Two agencies have appointed super- 
visors: Charles P. Pickett of the J. K. 
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Changes In The Field 


Pace agency at Memphis; and R. J. 
Berry of the Tuttle-Carpenter agency 
at Miami. Mr. Pickett will divide his 
time between new organization and 
personal production. Mr. Berry, who 
has been active in the field for four 
years, will be in charge of new organ- 
ization for the agency. He has had 
more than 10 years sales experience. 


Occidental Of California 


A Fairbanks, Alaska, agency has 
been opened with Arthur H. Hayr 
appointed general agent. Mr. Hayr has 
20 years of life experience, and is 
joining Occidental after serving as 
general agent in Fairbanks for Domin- 
ion Life. 


General American Life 

Frank A. Gantt has been appointed 
associate general agent at Marshall- 
town, Ia. He has been with the com- 
pany since 1954. 

Everett B. Shearburn has been 
named a brokerage manager in the 
St. Louis agencies. 





Manhattan Life 


Jack King and Carl E. A. Hallberg 
have been appointed general agents of 
Manhattan Life at New Orleans and 





ee ee 





Jack King Carl E. A. Hallberg 


Rochester, Minn., respectively. Mr. 
King entered life insurance with Pru- 
dential in 1953 and was _ brokerage 
manager at New Orleans until he 
joined Manhattan Life. He is a former 
vice-president of New Orleans Life 
Underwriters Assn. Mr. Hallberg has 
been with Aetna Life since 1955. 


Phoenix Mutual Life 


Dan Kenlon has been appointed 
brokerage supervisor in the William 
F. Kelly agency of Phoenix Mutual 





& 
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Life at New York. He entered the 
business in 1951 with Prudential and 
for two years has been brokerage 
manager in the Gallagher agency of 
New York Life in the Bronx. The Kelly 
agency does only a brokerage business. 


Western Life 


James E. Fitzgerald has been named 
superintendent of agencies in Iowa. 
He entered the business in St. Paul 
with Penn Mutual and served as 
agency supervisor before becoming 
general agent for National Guardian. 


He will make his headquarters in 
Des Moines. 
State Farm Life 

Arthur Allen has been named 


regional manager of the south central 
office at Murfreesboro, Tenn. He is 
currently supervisor in Jersey. 


Equitable Society 


Equitable Society has made these 
changes: 

Raymond B. Dolan, a unit manager 
at Chicago, becomes manager of one 
of the two Minneapolis agencies, suc- 
ceeding Edward H. Keating, who 
remains with the company at Min- 
neapolis as a general agent. Mr. Dolan 





Unconventional Service 
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HOTEL ROOSEVELT 
New York, N. Y. 
Located on smart Madison Avenue, 
convenient to everywhere, directly 
connected to Grand Central Station. 


RoBErRT G. GOLBACH 
Sales Manager 
Phone: MUrray Hill 6-9200 
Teletype: NY 1 








Onneen & 
EDGEWATER 
Chicago, Illinois 


venient for business . . 


Cabana Club. 


Louts RoceErs, Sales Manager 
Phone: LOngbeach 1-6000 
Teletype: CG 2378 





You get something more when you have 
your meeting at any one of the fine HCA 
hotels. More than luxurious accommoda- 
tions — you get true hospitality. More than 
a variety of excellent meeting rooms — you 
get special attention to your groups’ indi- 
vidual needs from a thoroughly experienced 
staff. More than fine food — you get expert, 
courteous service that is prompt. More than 


BEACH HOTEL 


Famous as a lakefront hotel. Con- 
. yet a self- 
contained resort with pool and 


your meeting. 





THE MAYFLOWER 
Washington, D. C. 
A “Name of International Fame”’ in 
the heart of the Nation’s Capital. 


ROBERT PFEIFFER, Sales Manager 
Phone: DIstrict 7-3000 
Teletype: WA 359 





Boston, Massachusetts 


In the quiet Back Bay section, close 
to Boston’s business district and his- 
toric sites. 


FRANK HIGNETT, Sales Manager 
Phone: COpley 7-9000 
Teletype: BS 71 


HarRoitp LAFRENERE, Vice-President and National Sales Manager 


Hotel Corporation of America 


a convenience for business — you get diver- 
sion and relaxation. 

When HCA is your host you couldn’t ask 
for anything more — in service, facilities 
and convenience. For reservations at any of 
the HCA hotels listed below contact your 
nearest HCA hotel and you'll get prompt 
experienced attention to every detail of 


In the heart of Cleveland, this dis- 
tinguished hotel is only steps away 
from Convention Hall, the Stadium 
and the Union Terminal. 


RatpeH MoornuouseE, Sales Manager 








HOTEL CLEVELAND 
Cleveland, Ohio 


Phone: TOwer 1-8000 
Teletype: CU 240 





- « HOTEL KENMORE 


The finest in dining is within the 
Hotel Kenmore — and the subway 
to all of Boston is at your door. 


DANIEL MITCHELL, Sales Manager 
Phone: KEnmore 6-2770 
Teletype: BS 1093 








A. M. SONNABEND, President 
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Is Group Insurance 
For You? 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 

by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 

and if so, in what direction—we believe you will find 

this work of real value. 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations facéd by companies 


entering the group field. — 

; . : cine Fee 
Complimentary copies of “Is Group "== og 
Insurance for You” are available to A 
interested home office executives without Ig a 


cost or obligation. Simply attach your 
personal or business card to this 


advertisement and mail today to... 





NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 
Murray Hill 7-1870 
Reinsurance Exclusively 


ACCIDENT & SICKNESS e GROUP 
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ESTATE PLANNING FOR THE YOUNG 
PROFESSIONAL MAN 


By W. S. McClanahan, LL.B., author of the famous 
“Estate Planning for Physicians.” This new study is 
prepared for men getting established in the medical, 
dental, legal, accounting, engineering and architectural 
professions. Here is a powerful endorsement of life 
insurance by an outside authority. 

Use this book as a prestige-builder, as a sales tool, as 
a clientele-builder in the above-average market of 
young professional men. 

88 pages, 54% x 8 size; single copy, 95¢; 2 to 9 copies 
92¢ each; 10 to 49 copies 89¢ each. 








has been with the company since 1946 
and became unit manager in 1950. 

William P. Walsh, a district manager 
of Madison, Wis., becomes manager 
at Fargo, N. D. 

Milton F. Weber has been promoted 
from manager at Fargo, to manager 
at St. Paul to replace Clifford W. 
Streeter, who is retiring. Mr. Weber is 
a former president of Fargo Life 
Underwriters Assn. and the local Ex- 
change Club. He is president of 
Children’s Village, a child care and 
placing agency for the state. Except 
for army service, he has ken with 
Equitable since joining it at James- 
town, N. C. in 1936. Mr. Streeter has 
been with Equitable since he resigned 
as cashier of the State Bank of Austin, 
Minn., to join the company in 1923. 


BENEFICIAL STANDARD LIFE— 
Norbert F. Lochner has been named 
southern California territorial man- 
ager. He started with the company in 
1948. 


N. E. Life First Quarter 
Production At New Peak 


Sales of individual life insurance by 
New England Life for the first quarter 
were the highest in the company’s 
history. March sales of $63.9 million 
were 6% ahead. This brought the 
first quarter total to $216 million 
as against the previous high of $214.6 
million set in 1957. 





General American Ups Dividends 


The board of General American 
Life has approved an increased divi- 
dend scale, effective July 1, for its 
preferred risk economaster policy; the 
fifth increase in the dividend scale 
since this policy was introduced 20 
years ago. The new scale provides for 
more liberal dividends at all ages be- 
low 60. 


Security 


SECURITY LIFE 
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Life Of N. A. Adds Five 
Participating Policies 


Life of North America has adda 
five participating life plans to com. 
plement its portfolio of non-par plans 

The plans are 20-year endowment 
endowment at 65, retirement incom 
for men at 65, retirement income fy 
women at 65; and the “executiye 
equity” policy (ordinary life with high 
early cash values) especially designg 
for split-dollar and minimum-pay. 
ment plans. A special option is avai]. 
able on the “executive equity” tha 
permits dividends to be used to buy 
term additions for an amount no 
greater than the reserve. 

Optional benefits which may 
added to the participating plans ar 
accidental death benefit, waiver of 
premium, and family income benefits 
with a maximum monthly income of 
$25 for each $1,000 of face amount, 
Substandard risks may be accepted up 
to 500% mortality. 

Premiums are lower per $1,000 as 
the policy amount increases. 

The minimum amount issued on alj 
plans except “executive equity” js 
$2,000. On the latter the minimum js 
$20,000. Currently dividends are being 
accumulated at 34%. 

All-in-one folders for the endow- 
ment and retirement plans contain 
complete sales talk, proposal, close, 
underwriting guide, cash values, divi- 
dend accumulations, and rates to 
make it easier for the agent to pre- 
sent on-the-spot, attractive proposals 
with sales appeal. 


Two Southern Insurers To Merge 
Southern Coastal Reserve Life of 
Macon, Ga., and Estate Life of Orange- 
burg, S. C. , have announced a merger. 
The combined company will have 
assets of more than $1 million and 
capital and surplus of $827,000. 








Life & Accident 
Company 
COLORAD 


BUILDING . DENVER 








danger‘ 
by Pro 
annuiti 
ting pa 
ing 1n \ 
“Onc 
started, 
to gras 
well co 
said M 
idea co 
econom 
ly in o 
is a pe 
advoca’ 
Yet the 
proposé 
thesis. 
cerity 
agemer 
the gre 
done t 
country 


Objecti 


Mr. ] 
able an 
—Ev 
will se 
as the | 
rect in 
ply of : 
jiable a 
—Ev 
sey ha: 
tion’s s 
“presen 
for col 
whose 
econom 
first gl. 
conside 
oughly 
study 
damage 
—Re 
to assu 
nuity 
the isst 
Ment g 
only c 
some 1 
doubt i 
ments | 
these r 
—Sal 
compan 
avoid 
with t 
would 
doubt i 
general 
to all y 
hess. U; 
as Capa 


Loss Of 


—Los 
“The p 
of deali 
has co; 
Compan 
guarant 
full risk 
pany. | 
public 
Stand tl 
the trac 

prese 
+. . The 
ae unc 





10, 1958 


e 


iS added 
to com. 


31,000 as 


sd on alj 
uity” is 
imum is 
ire being 


endow- 
contain 
1, close, 
es, divi- 
rates to 
to pre- 
roposals 


Merge 
Life of 
Orange- 
merger. 
ll have 
ion and 
0. 








May 10, 1958 


LIFE INSURANCE EDITION 19 


Bills Can‘t Be Modified, Ecker Warns 


(CONTINUED FROM PAGE 1) 


that would, in our opinion, adequately 
protect the public interest ... 

“New Jersey is looked to as a leader 
and the legislature has been wise in 
taking a long, careful look at the pro- 
posal. We urge you now to take the 
lead by firmly rejecting these bills as 
not in the public interest.” ; 

Mr. Ecker stressed as particularly 
dangerous the possibility, mentioned 
by Prof. Flink, that selling variable 
annuities might scare people into get- 
ting panicky about inflation and act- 
ing in ways to make it worse. 

“Once inflation psychology got 
started, we Americans would be quick 
to grasp the idea that inflation may 
well continue and to act accordingly,” 
said Mr. Ecker. “Accepting such an 
idea could readily bring chaos to our 
economy as has happened spectacular- 
ly in other countries. I doubt if there 
is a person in this room who would 
advocate inflation as a way of life. 
Yet the greatest sales argument for the 
proposal before you is based upon this 
thesis. I say to you with all the sin- 
cerity at my command that encour- 
agement of inflation, in any form, is 
the greatest disservice that could be 
done to the working people of our 
country.” 


Objections To Variable Annuity 


Mr. Ecker also objected to the vari- 
able annuity on these grounds: 

—Even assuming the next decade 
will see economic expansion as great 
as the one just past, “Dr. Flink is cor- 
rect in questioning whether the sup- 
ply of stocks would meet possible var- 
iable annuity contract demands.” 

—Even a 5% limit, which New Jer- 
sey has on the amount of a corpora- 
tion’s stock a life company may own, 
“presents a considerable opportunity 
for control, especially in companies 
whose stock is widely held . . . These 
economic implications are serious. At 
first glance it may seem premature to 
consider them. However, I agree thor- 
oughly with Dr. Flink that the time to 
study them is now—not after the 
damage has been done.” 

—Regulation by state departments 
to assure the quality of variable an- 
nuity contract investments: “Since 
the issuing company makes no invest- 
ment guarantees, that assurance can 
only come from the department or 
some new supervisory body ... I 
doubt if there would be many depart- 
ments ready or willing to accept all 
these responsibilities.” 

—Sales and sales promotion: “The 
companies would, of course, try to 
avoid misunderstandings but even 
with the most conscientious effort 
would that be possible? I seriously 
doubt it. Remember, too, that this is 
general legislation, opening the door 
to all who want to get into the busi- 
hess. Undoubtedly, some would not be 
a capable or as scrupulous as others.” 


Loss Of Confidence Noted 


§ —Loss of confidence by the public: 
The public, as a result of a course 
of dealing extending over many years, 
has come to identify life insurance 
Companies with contracts providing 
guaranteed benefits under which the 
full risk involved is borne by the com- 
Pany. It is most unlikely that the 
public will perceive and clearly under- 

d the fundamental departure from 
the traditional insurance contract that 
SS presented by the variable annuity 
+. . The very fact that these contracts 
fe under the supervision of the in- 


XUM 


surance commissioner may in itself be 
misleading. 

“I am certain that if some of the life 
insurance companies commence the 
sale of variable annuities the purchas- 
er will believe that he is receiving 
substantially the same type of protec- 
tion that he has been accustomed to 
associate with life insurance compa- 
nies and that the vast investment ex- 
perience of these companies has large- 
ly removed the risk out of common 
stock investments. As we all know, 
however, you cannot change the na- 
ture of common stocks.” 


A&S Bills Signed InN. Y. 


Gov. Harriman has signed the Met- 
calf compromise health bills affecting 
A&S in New York state. They are ef- 
fective July 1, 1959, and provide that 
after two years an insurer cannot re- 
fuse to renew any A&S policy because 
of a mental or physical change in the 
insured. Conversion privileges: on 
group policies are to be available to 
employer-union groups which desire 
them, with minimum benefits of $10 
a day for 21 days for hospital room 
and board, $100 for miscellaneous 
hospital expenses and $200 for surgical 
expenses. New insured will have a ten 
day approval period with the entire 
premium to be refundable within that 
time. All term policies are to indicate 
clearly any limitation on age and 
period of coverage. On policies which 
are not guaranteed renewable, insurers 
may not cancel or refuse renewal ex- 
cept on anniversary dates and then 
with 30 days notice, not five as hereto- 
fore. Children and others leaving a 
family group can convert to individual 
policies with minimum benefits similar 
to those under group conversions. 


Craftsman of Boston has been li- 
censed in Utah. 





Reneficial 


THOUGHTS 


Good men in life insurance are al- 
ways optimistic. They are great believers. 
They build men up to make the place they 


occupy better. 


Beneficial words indeed for those of 


us in the business of life insurance. 


BENEFICIAL LIFE 
Prasaee (Ge) Company 


BORO 








FORGING TO THE FRONT 
NATIONAL CASUALTY COMPANY 


as 


Establish ang 
National Casualty's sound protection—the ighly ate, build your own Di 
finest in Disability Income, Hospitalization °pPointments in vs) ceational Cas ialty i 
and Surgical coverages for the Individual, able. Write lay “pe aa OW avail. 
Family, Franchise or True Group case. asualty accident & Health ppc ticulars— 


Guaranteed Renewable Policies Now Available! 


Get in with a leader, forge to the front with 




















Remember — /t's Eosiest to Sell the Best! 
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Home Office Changes 


Mutual Of New York 


Mutual of New York has advanced 
four assistant agency managers to 
the sales department in the home of- 
fice for managerial training. They 
are Thomas H. Chisholm, Dallas; Wil- 
liam A. Balfrey, Sacramento; Murray 
Anderson, San Antonio, and W. Ca- 
pers Andrews Jr., Birmingham. 

Mr. Chisholm joined the Dallas 
agency in 1952 after experience as 
field secretary of Delta Chi national 
fraternity and as a retail manager. 
Mr. Balfrey joined the Sacramento 
agency in 1947 after experience with 
United Airlines. Mr. Anderson joined 
the San Antonio agency in 1953 after 
a year as a public school teacher. Mr. 
Andrews joined the company in 1946 
at Atlanta, becoming assistant man- 
ager at Birmingham in 1953. 


General American Life 

Burt H. Fehlig has been appointed 
manager of premium accounting. Mr. 
Fehlig joined the company in 1931, 
and most recently was manager in- 


vestment accounting. Kenneth Delf, 
formerly acting manager of invest- 
ment accounting, has been named 
manager. He joined the company in 
1949. John S. Masterson has been 
named coordinator of records manage- 
ment. He has been with the company 
since 1920, and was formerly manager 
of premium accounting. 


Aetna Life 


H. Dudley Cotton has been promoted 
to supervisor of pension trust sales 
at Aetna Life. He has served since 1954 
as pension trust representative and 
previously was with the Shepard 
agency of Aetna Life at Hartford. 


Provident L.&A. 


Dr. William R. Bishop has been 
named vice-president and medical 
director of Provident L. & A. He 
joined the company as medical direc- 
tor in 1951. He was formerly associate 
medical director of Jefferson Standard 


Life. 








Here’s an outstanding opportunity in busy 
productive Boise, Idaho for the properly qualified 
man ready for a lifetime career and General Agent 
responsibility. National Reserve Life, one of Amer- 
ica’s fastest growing companies with currently over 
$222,000,000 Insurance In Force, is continuing its 
expansion program throughout 1958. You're as- 


sured complete home office cooperation plus effec- 


tive, tested sales aids. 


Don’t delay—write us today. All correspondence 


in confidence. 








& 


NATIONAL RESERVE LIFE INSURANCE COMPANY 


TOPEKA + SIOUX FALLS 


pportunity 


IN BOISE, IDAHO 


FOR THE MAN READY FOR 


General Agent Qualifications 














H. O. CHAPMAN, 
President 


S. H. WITMER, 
Chairman of the Board 








State Mutual Life 


Hugh M. McKay has been appoint- 
ed to head the newly organized 
; advanced under- 
writing branch of 
State Mutual Life. 
The branch has 
been established 
in the agency di- 
vision to fill a 
need of the field 
force for guidance, 
information, and 
material prepara- 
tion in this field. 
Mr. McKay’s prin- 
cipal activities 
will be in the 
fields of pension 
and profit sharing, 
estate planning, 





Hugh M. McKay 


business insurance, 
guaranteed issue, and employe benefit 
plans involving individual policies 
only. 


As associate counsel, Mr. McKay has 
for a number of years been aiding 
State Mutual agents in the foregoing 
types of sales. 


Equitable Society 


Bernard Clyman has been appointed 
economist on the president’s staff of 
Equitable Society. He is a former 
director of research for Space Utili- 
zation Analysis, Inc., a management 
consultant firm. In 1951 he was co- 
recipient of a Rockefeller Foundation 
grant to conduct a two-year study of 
income in Delaware. He is a former 
assistant professor of economics at the 
University of Rhode Island and served 
as instructor and research associate 
at the University of Delaware. He was 
an economist with the war production 
board 1942-1945. 

Raymond M. Herrman has been 
promoted from senior investment ana- 
lyst in the securities department to as- 
sistant manager of industrial securi- 
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ties. He joined the company in 199 
and has been in the securities invest, 
ment department since 1948. 

Robert J. Cusick has been appointa 
associate manager of group sales py 
Equitable Society. He has been ag, 
sistant manager. He joined the cop) 
pany in 1950. 


Provident Mutual 


John S. Carter, president of Fig 
National Bank & Trust Co. of Camd 
N. J., and Paul J. Cupp, president 
American Stores Co., have been electgj 
to the board of Provident Mutua, 
Isaac H. Clothier Jr., a member g 
the board since 1930, has retired, 

Walter E. Lehmann has been ap. 
pointed head of underwriting in th 
group pension department of Proyj. 
dent Mutual. 


New England Life 


Robert H. Curran has been ap. 
pointed assistant group pension sale 
manager. He joined New Englani 
Life in 1953 at Bar Harbor, Me,, anj 
— the home office group division 
in : 


Berkshire Life 


John B. Bridgwood, executive vice. 
president of Chase Manhattan Bank 
of New York City, has been electe 
a director of Berkshire Life. 


Prudential 


William C. White Jr. has joined 
Prudential as assistant director of 
health insurance at the Newark home 
office and will work on the over-all 
aspects of voluntary health insurance 
He has been assistant secretary of 
Wisconsin Medical Society in charge 
of Blue Shield administration. Before 
that he was with Carl A. Tiffany & 
Co. of Chicago, consulting actuaries, 
In 1956 he served on the American 
Medical Assn. committee that drew 





and families. 












Continuing leadership 
AND GREATER SERVICE 


Liberty Life’s achievements in 1957 reaffirmed its position as 
one of the outstanding companies in the Southeast. 

Insurance in force increased to $892,595,359, while total 
assets advanced to $100,116,616—helping to assure vital 
capital funds for regional development, as well as sound insur- 
ance protection for many additional thousands of individuals 


: LIBerrTy LIFE 
LIBERTY INSURANCE COMPANY 


Greenville, South Carolina 
The Important Things in Life Call for Liberty Life 





LIBERTY 
2 LIFE 
$ POLICY 
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NOW! 


jeooe Continental 





The Right Plan 
of Group Insurance 
for Firms of 
Every Size 


Now, any firm can have group 
insurance designed expressly for 
its needs . .. whether there are 
just a few employees or very 
many. Continental Assurance 
offers every standard coverage: 
life, sickness, accident, hospital, 
nurse and surgical. And Conti- 
nental also offers many unusual 
group services: 


1. Group Long-Term Dise« 
ability, ideal protection for 
key men and executives. 


Group Non-Cancellable 
Hospital-Surgical benefits 
for retired employees and 
their dependents. 


Group Major Medical to 
carry the immense financial 
load presented by serious, 
prolonged medical care. 


4. Group Hospital-Surgical 
conversion privilege for ter- 
minating employees, a Con- 
tinental first. 


ad 


3 


Backing every Continental plan 
is a tradition of flexibility. Con- 
tinental is determined to deliver 
on every case the fullest measure 
of satisfaction. Write us for in- 
formation. Learn the difference 
between realistic protection and 
just another plan. 


Continental 


YEA 
SS RR 0 
a 


Assurance ,. 


Company 





310 South Michigan Avenue, Chicago, III. 
ONE OF CONTINENTAL-NATIONAL GROUP 








Service Guide » 














ACTUARIAL COMPUTING 
SERVICE, INC. 


3 1389 Peachtree Street, 


N.E., Atlanta 8, Georgia, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 
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‘ plans for Medicare, the government 


health insurance program for service- 
men’s dependents. 


- Edward C. Mansfield has been 
named training consultant at the Los 
Angeles regional home office. He 
joined the company in 1949 as an 
agent at Los Angeles and transferred 
to Ventura, Cal., in 1955. 


FIRST COLONY LIFE—Meade 
McMillen has been advanced from 
superintendent of agencies to vice- 
president and director of agencies. He 
joined the company in January and be- 
fore that he was general agent in 
Richmond for Mutual Benefit Life. He 
entered life insurance in 1944 with 
Mutual Benefit in Harrisburg, later 
becoming supervisor in Wilkes-Barre. 
He is a former president of the Rich- 
mond CLU chapter and Richmond 
General Agents & Managers, Inc. 


FEDERAL LIFE OF CHICAGO has 
appointed William M. Burt representa- 
tive of their newly reorganized group 
department. Mr. Burt was formerly a 
regional sales underwriter with Con- 
tinental Casualty. 


BENEFICIAL STANDARD LIFE— 
Gene Hornbeck has been appointed 
assistant agency director of the A&H 
department. He joined the company as 
an agent in 1951. 


GREAT NORTHWEST LIFE— 
Douglas E. Higginbotham has been 
elected vice-president and director of 
agencies, He will supervise agencies in 
seven western states and Hawaii. Mr. 
Higginbotham entered the life business 
in 1946, joining the home office of 
Occidental of California. He was west 
coast agency superintendent for Stand- 
ard Life of Indiana before joining 
Great Northwest. 


COLORADO CREDIT LIFE—John 
A. McCarthy has been named assistant 
vice-president. He was with North- 
western Mutual from 1951 until he 
joined Colorado Credit in 1956. Robert 
J. Bowling has also been appointed an 
assistant vice-president. He has been 
with Continental Casualty and with 
IBM. 


FARM & HOME LIFE of Indian- 
apolis—Ryder J. Olsen has been named 
assistant vice-president of life under- 
writing in the company’s Chicago 
office. 





David Marks Jr. To Be 


Honored At Luncheon 


NEW YORK—David Marks Jr., gen- 
eral agent of New England Life at New 
York, will be honored at a luncheon of 
the life insurance division of the 
United Jewish Appeal. 

Mr. Marks has served on the execu- 
tive and planning committes of the life 
insurance division of the local UJA 
for 10 years. He has also been active 
in other Jewish activities, notably as 
a trustee of Congregation B’nai 
Jeshurun in Newark and of the Child 
Guidance Clinic of the Oranges and 
Maplewood, his home area. 

The life insurance division is for the 
second consecutive year headed by 
Jack D. Garfunkel, Mutual Benefit 
Life. 


Mass. Mutual Among First 


Quarter Record Setters 


Massachusetts Mutual set a new 
record for any quarter-year, with the 
sale of individual and group totaling 
$286,190,967 during the first three 
months, up 21%. Ordinary amounted 
to $244,334,134, up 23% and group sales 
were $41,856,833, a 14% gain. 

March ordinary was $73,843,175, up 
32% and was the fourth largest pro- 
duction month in the company’s his- 
tory. 
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Craftsman of Boston has been li- 
censed in Wyoming. 
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Field-Experienced Management 


The company and the agent are “Partners in Progress.” 
Management has had field experience . . . thinks in terms 
of field problems. In a word . . . the company is geared 


to the agent’s growth and success! 
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plete portfolio of Life and A&S contracts. 
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K‘\\, Our 1957 Paid Life production set a new 
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Shanks Cites Flink’s Overstatement 


(CONTINUED FROM PAGE 1) 


Prof. Salomon J. Flink, head of the 
economics department at Rutgers uni- 
versity, are covered in another article 
in this issue. 

Prof. Flink’s estimate was based on 
214 million persons getting variable 
annuity income 20 years hence of 
about $2,000 a year on the average, 
calling for a fund of $50,000 per per- 
son at an assumed interest rate of 4%, 
making it necessary for the variable 
annuity companies to have a fund of 
$125 billion in 20 years, which would 
take an annual investment of some $5 
billion, assuming a 2%4% capital gain 
per year. 

These calculations are based on a 
misconception, said Mr. Shanks, for 
they overlook the fact that it is not 
necessary to pay retirement benefits 
entirely out of dividends, since part of 
the payments come out of principal. 
This means that instead of a $50,000 
fund at 65 to provide each annuitant 
with $2,000 a year, only $21,154 would 
be needed. This would mean that the 
total fund needed in 20 years would 
be only $53 billion, or just 40% of the 
total estimated by Prof. Flink—and to 
build a fund of $53 billion in 20 years 
would require an annual average in- 
vestment of less than $134 billion, 
not $5 billion. 


Indicates $1 Billion Stock Purchases 


Mr. Shanks introduced figures indi- 
cating that the general sale of varia- 
ble annuities could be expected to re- 
sult, at the most, in the purchasing of 
about a billion dollars a year in stocks 
to fund individual variable annuities 
and about $114 billion for group. The 
latter figure is after allowing for the 
shifting of about half a billion dollars 
a year from trusteed plans which 
would have invested in stocks anyway, 
even had there been no variable an- 
nuity. 

Mr. Shanks emphasized that this 
total of $214 billion a year in common 
stock investments for individual and 
group variable annuities during the 
next 20 years “is intended to be a 
reasonable estimate based upon opti- 
mistic assumptions.” Hawever, he 
said, a more realistic estimate would 
be between $114 billion and $2 billion. 
In contrast, he cited authorities’ 
statements indicating that the net new 
demand for equity capital in the next 
10 years is likely to average $7 billion 
a year and in the next 20 years will 
probably be twice as large. 

“Clearly the concern of society must 
be directed toward finding § ad- 
ditional sources of investment funds 
to fill the nation’s equity needs if we 
are to enjoy the kind of economic 
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growth we have known in the past,” 
he said. 

*“TIt is worth noting that all the fears 
expressed by the opponents of varia- 
ble annuities today at one time could 
have been advanced against the sale 
of insurance policies and fixed-dollar 
annuities. At that time, too, people 
could have argued that there will not 
be sufficient bonds to absorb all the 
savings that will be generated from 
the sale of these contracts. Looking 
back today we see that these fears 
were unfounded, just as the present 
fears will appear unfounded 20 years 
hence.” 

As to Prof. Flink’s fears that the life 
companies would hog the blue chip 
market to buy stocks needed for vari- 
able annuity portfolios, Mr. Shanks 
said actually life companies invest in 
the common stocks of more than 1,000 
different corporations. He also took 
issue with Prof. Flink’s contrasting 
the projected demand for equity capi- 
tal with the net worth of 50 large 
corporations considered to have “blue 
chip” standing. He observed that 
General Electric’s stock has a market 
value of more than $5 billion as 
against a net worth of $1.2 billion; 
duPont’s net worth is $2 billion but 
the market value of its stock is $8 bil- 
lion, while Union Carbide has a net 
worth of a little less than a billion but 
a market value of nearly $3 billion. 

“The net worth of blue chips, or 
any other group of companies, is of 
little use in assessing the supply of 
equity capital,” said Mr. Shanks. 

As for Prof. Flink’s concern about 
the effect of variable annuities on 
stock prices, Mr. Shanks said it must 
be remembered that an_ increasing 
demand for equities induces its own 
increase in supply. As the demand for 
equities rises, falling stock yields 
make it cheaper to raise new capital 
by means of stock. Under these con- 
ditions corporations would raise a rel- 
atively larger proportion of their capi- 
tal needs by selling stocks and they 
would continue to do so until yields 
began to rise under the pressure of the 
larger supply. 


$2.5 Million Bar Assn. 


Coverage To Postal Life 


NEW YORK—Postal Life has writ- 
ten a guaranteed-issue case for over 
$2.5 million for Westchester County 
Bar Assn. It was developed by the 
Berkeley-Bradshaw agency. in White 
Plains and Milton Altschul, general 
agent for Postal Life. 

Individual renewable term policies 
for $10,000 each were issued to more 
than 250 members. Under the current 
New York law, it is not possible to 
issue a group case to a_ professional 
society. However, this case was of- 
fered on a guaranteed-issue basis with 
a required participation of 215. The 
actual number of members’ who 
signed up for the plan exceeds 250. 

Lester J. Bradshaw, president of the 
Berkeley-Bradshaw agency, and his 
partner James Garry, vice-president 
of the agency, called in a half dozen 
other life insurance men to help sign 
up the lawyers. They worked around 
the clock, from the time the plan was 
accepted by the bar association on 
February 1 to the company’s deadline, 
April 2. 

The bar association’s special com- 
mittee, created to explore the possi- 
bilities of offering insurance to its 
members, said the committee discussed 
the subject with agents, brokers, ex- 
eutives of various life companies be- 
fore adopting Postal’s plan. 
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_ | Economist Is Star Of VAC Hearings 
(CONTINUED FROM PAGE 1) 
vast.” lion, 1% of disposable income, or near- prepared, in terms of personnel and THE MERGED VITALITY OF TWO 
ike jy one-fifth of all dividends. Capital initial policy decisions, to play its } 
fears requirements would amount to $125 proper role as a supervisory agency. IMPORTANT INSURANCE COMPANIES 
aria. billion. : It would be imperative that the var- 
sould “Building up the $125 billion equity iable annuity be launched “in a man- PROVIDES ALERT AGENTS WITH A 
sale holdings would be an enormous drain ner that is satisfactory to the life com- 
lollar on existing stocks. This is particularly pany, acceptable to the _Supervisory : 
eople true if only blue chips or their equiva- agency, and at the same time protects 
1 not lent are admitted as suitable invest- the broader public interest in life in- 
| the ments. The life insurance companies surance as well as variable contracts.” 
from would have to acquire about $5 bil- In general, said Prof. Flink, New 
king lion worth every year to have $125 Jersey legislation should not permit 
fears billion at the end of 20 years. (This solutions in the state that are at gross 
>sent assumes a capital gain of 2.25% per variance with what is acceptable and 
vi annum.) may be developed in other parts of 
bee “How much this would increase the country—‘an unduly permissive 
> life their importance in the stock market legislation in New Jersey might back- 
a can be gauged by comparing these fire not only locally but discredit the 
raat projected annual acquisitions of $5 cause of protected retirement income 
om billion with their -_ _— —_ throughout the nation.” 
j ings of common stock, which amoun ‘ F 
~ to $2 billion only. : Will Recast Savings Habits 
took Where Will Insurers Find Equities? : P rof. F link believes the eae 
sting implications of the variable annuity 
‘api- “Where will the insurance compa- would be felt mainly in a recasting 
arge nies find the equities needed for this °f Savings habits and flow of invest- 
‘blue investment? Let us just consider some Ment funds; and in  stock-market 
that pertinent magnitudes. The total value PTICES: : 
irket of all stocks, common and preferred, Regarding the recasting of savings 
‘“* listed on the New York Stock Ex- habits and flow of investment funds 
lion; change amounts to about $220 billion he stated: ‘ 
but and the total value of new issues did The advocates of VAC (variable 
bil- only recently exceed the $2 billion annuity contract) stress the point that 
net mark, Only a small portion of these ‘he introduction of VAC will add to 
but stocks are blue chips, of course. the line of services offered. That is to 
“According to Fortune magazine, S4¥, many people who currently do 
» Or the net worth of the 50 largest com- not have annuity contracts because of 
s of panies amounted to about $46 billion. the inflationary risks — involved a 
y of If this figure is, for the moment, used 'x¢d-dollar contracts will be induced 
as a guide to the magnitude of blue- to make such (additional) ae 
bout chip equity, it can be easily seen that when VAC becomes available. More- 
on the total trading (old and new issues) over, the availability of VAC will ~~ 
nust of blue chips might only slightly @uce people who carry less life insur- 
sing exceed the equity investment require- ance than their oe permits be- 
own ments of a broad-scaled variable an- C@USe of this — fear = inflationary 
in nuity program for the specified group. risks to ‘average’ this inflationary risk 
elds If realized, it would lead to a virtual {CONTINUED ON PAGE 26) 
pital domination of individual enterprise 
con- and of the stock market by large in- 
rel- surance companies.” 74 
api- Another of Prof. Flink’s “basic ob- 
they servations” dealt with the different 
elds impact of inflation on different in- 
the come classes. 
“In the course of applying the 
changes in the major components of 
consumer prices to the varying mar- 
ket-baskets of income brackets, a def- f commissi 
inite difference in the aggregated cost a ec 
of living for different income groups profit-sharing renewals . a 
rit. | Will be found,” he said. “If the budget persistency bonus... 
ties of the elderly is compared with that pension plan 
inty of the rest of the population, one i oe 
the might find that the service component group 
hite looms larger in the budget for the 
eral = Since this component, with 2 
a its larger labor component, may easily rE : 
_ show sharper increases. as the SUPER MARKET BASKET ‘ 
g00ds-component, the living costs and et PC 
ig thus the real value of the annuities of POLICIES 
“asl might be unfavorably affected.” — 
of- # LIFE GRouP A&H 
vith Will Be Rapidly Significant : Par. .s.eee All Forms... . Non-Can....... peorrimenthee firms | now paying for 
ba Discussing economic implications of ace cimnt hone poacgy gis seat tthe ace | $00 ema 
‘ the variable annuity, Prof. Flink said - oe — 
the the intensity of the “battle” over the 
his variable annuity clearly indicates that 
jent if permitted by law the new type of 
zen contract will in a fairly short time 
= become a significant part of the total 
wae New policy contracts written by at 
ee least some of the leading companies, 
ine, i which case the economic implica- 
tions would be of considerable magni- 
om-=- tude, : 
ssi- Because of the prominent part that 
Bs New Jersey companies may be ex- — 
— pected to take, if permitted to write ee 
be Variable annuities, the New Jersey in- 
surance department would have to be 
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Editorial Comment 
The N.J. Variable Annuity Hearing 


No one who heard the statements 
made at the hearing last week held 
by the New Jersey assembly’s business 
affairs committee on the pending var- 
iable annuity bills could doubt that 
there are on both sides some thought- 
ful, well-informed men who are cer- 
tainly entitled to be referred to as 
“men of good will.” 

But the important thing in this, as 
in many other highly charged contro- 
versial matters, is not who is right 
but what is right. 

The weakness of the arguments 
against the variable annuity is that 
they deal with side-issues, not the 
thing itself: A hedge against inflation 
would be highly desirable, it is con- 
ceded, but the variable annuity is nec- 
essarily so subject to abuses and mis- 
understanding that the remedy would 
‘be worse than the disease of inflation. 

Even among the most outspoken 
foes of the variable annuity there 
seems to be the open or tacit admis- 
sion that the variable annuity would 
be all right if properly sold by the 
salesman and completely understood 
by the buyer. The purchaser would 
have to understand and accept as a 
calculated risk the variability of in- 
come inherent in the contract. 

As its enemies are fond of pointing 
out, the variable annuity is not a sure- 
fire hedge against inflation. Neither is 
the Salk vaccine a sure preventer of 
polio. But each of them, particularly 
as a mass protection proposition, is 
better than anything else that is 
handy. Each of them passed through 
a period of testing. Each of them still 
requires top-flight skill and care to be 
effective and to avoid results that 
would be worse than no remedy at all. 
But the results make the meticulous 
precautions worth while. 

It might have been said about pre- 
venting polio that going around stick- 
ing needles into children was no way 
to go at it; that the thing to do was to 
exterminate the green-bottle fly or 
whatever else was carrying the virus; 
fooling around with serums not only 
involved the risk of slip-ups but 
caused researchers to relax their 
search for the source of the disease. 

We don’t believe that the search 
for the source of polio infection is 
weakened by the success of the Salk 
vaccine—nor do we believe the avail- 
ability of the variable annuity would 
have any effect on the fight against 
the causes of inflation. By and large, 
the people who would buy variable 
annuities or have them bought by 
their employers are not in a position 
to influence inflation consciously to 
any noticeable extent. 

If anything, it would seem to work 
like this: The more money we citi- 
zens put into common stocks, whether 
through variable annuities or some 
other channel, the less expensively 
industry can expand its production fa- 
cilities, the more reasonably it can 
market its wares, and this in turn 
means lower prices and more plentiful 
goods—which is the exact opposite of 
inflation. So to the extent that vari- 


able annuities encourage investment 





in the nation’s productive facilities 
they help to fight inflation, rather than 
encouraging it or tamely accepting it 
as inevitable. 

We think that the New Jersey busi- 
ness affaird committee’s consultant, 
Prof. S. J. Flink of Rutgers Univer- 
sity, got his perspective badly dis- 
torted when he by-passed the social 
desirability of the variable annuity 
and concentrated his research job for 
the business affairs committee on the 
“practical” problems, such as how 
much of a dent the variable annuity 
would make in the stock market and 
how tough a job it might be for an 
insurance department to regulate var- 
iable annuities. 

It seems unbelievable that anybody, 
particularly an economist, should de- 
vote so much attention to pinpointing 
and in some cases magnifying the 
faults in a proposed remedy, and ex- 
hibit so little interest in the ravages 
of the disease that cries for a cure or 
at least a palliative. 

It is as if a doctor were to say, 
“Well, now, we have here a diabetic 
patient. I could prescribe insulin, but 
there’s a certain danger of infection 
by a dirty needle, the fellow might 
accidentally give himself an overdose, 
a pharmaceutical house might mis- 
label an ampule and he’d get a fatal 
dose of some other substance . .. He 
probably won’t die without insulin. I 
think I’ll play it safe and not give 
him any.” 

From his memorandum, Prof. Flink 
appears to be vastly more concerned 
with objections to the variable an- 
nuity than he is with finding ways of 
meeting those objections so as to clear 
the track for a new, sorely needed 
and apparently effective inflation 
fighter—and the only one with the 
life income and mass-distribution fea- 
tures that make it desirable and avail- 
able to the general run of citizens. 

If Prof. Flink had allowed himself 
to see the tragic drama of inflation 
and opened his mind to the extent of 
trying to evaluate the potency of the 
variable annuity as an offset to this 
creeping evil, he could not have per- 
mitted himself to become so bemused 
with all the reasons why “it can’t be 
done.” Instead, he would have been 
inspired to keep his eyes on the goal, 
not on the pebbles in the path. 

In by-passing the social desirability 
question, Prof. Flink has overlooked 
this overshadowing consideration: If 
the variable annuity can do any sub- 
stantial part of what its advocates say 
it can, it has such tremendous social 
desirability that ways will have to be 
found to permit it to be sold on a 
broad scale with adequate safeguards. 
It will not be held back by saying 
that safeguards will be difficult to 
formulate and impose. Would anyone 
say that the safeguards surrounding 
life insurance were easy to formulate 
or are easy to enforce? Those who 
have seen their life insurance and 
other fixed-dollar properties eroded in 
value by inflation will not willingly 
see the variable annuity kept from 
them.—R.B.M. 


Personals 


Dr. Thomas F. Molone, Travelers 
director of research, has been named by 
the Public Health Service as a mem- 
ber of a special committee to help plan 
the first national conference on air 
pollution, to be held at Washington 
Nov. 18-20. Dr. Molone will represent 
the American Meteorological Society. 


Deaths 


A. M. Best 
Dies At 81 


Alfred M. Best, 81, founder, chair- 
man and president of Alfred M. Best 
Co., New York, publishers of fire, 
casualty and safety magazines, direct- 
ories and brochures, died at Midtown 
hospital, New York. He founded the 
company in 1899 and became nationally 
known as a consultant and analyst 
for insurance companies. He was also 
chairman of the 75 year old Flitcraft 
Co., publishers of life periodicals and 
directories, and chairman and president 
of Best Building Co., owners of the 
headquarters building for both pub- 
lishing companies. 

Alfred M. Best started in the insur- 
ance business in 1891 with Queen. In 
1897 he conceived the idea of establish- 
ing a service to supply unbiased reports 
on the financial status of fire and cas- 
ualty insurers. He was 21 years old 
when he started in business with two 
older men as partners. At the end of 
the first year, one of these men pulled 
out. The other failed to pay his share 
of the capital because he thought the 
business was not doing well enough, 
and he and Mr. Best separated. Thus, 
in December, 1899, A. M. Best started 
the A. M. Best Co. with $500 working 
capital, a 10 by 12 room on sub-lease, 
and a stenographer on part-time loan 
from the man from whom the office 
was rented. 

In the first year, he produced a vol- 
ume of reports on fire, marine, casualty 
and surety companies running to 300 
pages and selling for $5. The initial 
income came from a deal to furnish 
several thousand sets of printed sheets 
of the book to a newly formed report- 
ing agency competing with Dun & 
Bradstreet. Home also gave Mr. Best 
an order for 2,000 copies which were 
sent to 1,500 agents and 500 business 
concerns. 

The Best reports on life companies 
were inaugurated in 1906 just before 
the life business was coming in for 
some investigation by the New York 
legislative committee headed by As- 
semblyman Armstrong. 

Also in 1906 began the ratings of 
companies. This was brought about 
partly by the industrial revolution 
which produced tremendous values at 
single locations—more than the normal 
insurance market could absorb. The 
country was flooded with irresponsible 
insurers, many of the surplus line va- 
riety organized in states that had little 
or no supervision over them, and the 
New York department indicated to Mr. 
Best that it would be useful to have 
these insurers rated as to their respon- 
sibility. Mr. Best provided this infor- 
mation and the department required 
that no broker could sell policies in 
companies having lower than a “B” 
rating. This meant that using the Best 
listing was almost mandatory, but Mr. 
sold his booklets for 10 cents instead of 
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DETROIT 26. MICHI.—613 Lafayette Bldg. 
Tel. Woodward 5-2305. William J. Gessing. 
Manager tor Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


LOS ANGELES 66. CAL.—11326 Kingsland 
St., ‘Tel. TExas 0-8159 E. C. Faris, Associate 
Pacific Coast Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. 
Howard J. Meyer, Northwestern Manager. 


NEW YORK 38 N. Y¥.—17 John St. 
Room 1401, Tel. Beekman 3-3958. J. T 
Curtin and Clarence W. Hammel, New York 
Managers. 


NEWARK 2. N. ¥.—10 Commerce Ct., Tel 
Market 3-7019| John F McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S_ Broad St. 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


MO.—221 Pierce Bldg., Tel. 


ST. LOUIS 2. 
Geo E. Wohlgemuth, Resi- 


Chestnut 1-1634. 
dent Manager. 


SAN FRANCISCO 4. CAL.—582 Market St. 
Tel. Exbrook 2-3054. Richard G. Hamilton. 
Pacific Coast Manager. 





CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple- 
tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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attempting to charge what the traffic 
would bear. As time went on, the 
ratings took in all fire and casualty 
companies. 

The San Francisco earthquake and 
fire of 1906 gave a big boost to Mr. 
Best’s fire and casualty publication. He 
reported in unequivocal terms on the 
companies that were or were not pay- 
ing losses. His office was running 24 
hours a day keeping up with the fire 
reports and getting out the new life 
pook. Mr. Best later said the work he 
did on the San Francisco loss situation 
gave him his first big push. 

For a number of years, the Best com- 
pany issued financial ratings on the 
life companies, but that was discontin- 
ued in the 1930s when a number of the 
companies were in bad trouble and it 
was felt that such reports would un- 
dermine public confidence in the life 
business. 

The Best magazines were published 
for about 20 years until 1927 without 
any insurance advertising on the theory 
that to use it would indicate that com- 
panies were influencing the editorial 
opinion. 

In his private capacity, Mr. Best was 
frequently interested in company sales 
and mergers, most often as an expert 
in determining values. One of his most 
noteworthy achievements in that field 
was in putting the value on the stock of 
the pup companies of Home of New 
York. Home wanted to merge its in- 
surers, but, not owning all the stock 
of most of them, did not want disgrun- 
tled minority stockholders bringing 
suits to disrupt the proceedings. Mr. 
Best was called in to put a value on the 
stock of the companies involved, and 
did it so successfully that not one suit 
resulted. 


CALVIN L. FRAYLE, 50, who re- 
cently retired as general agent for 
Massachusetts Mutual Life at Bangor, 
Me., died there. Because of physical 
disability, Mr. Frayle asked early this 
year to be relieved of his management 
responsibilities but continued as as- 
sociate general agent, devoting his 
time to personal production. 


KARL E. GREENE, retired president 
of Berkshire Mutual Life died in 
Pittsfield. He would have been 70 in 
August. For 25 years he was with 
Glen Cove (N. Y.) Mutual, where he 
advanced from clerk to vice-president. 
He then became vice-president of 
Federal Mutual Fire of Boston. In 
1938 he was elected president of Berk- 
shire Mutual. He was president of 
American Mutual Insurance during 
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the 200th anniversary celebration of 
the beginning of mutual insurance in 
the U. S. 


BRUCE PATTERSON, 59, general 
agent for John Hancock at Houston, 
died there. He entered the life insur- 
ance business in 1926, joining John 
Hancock in 1937 as general agent at 
Houston. He served as president of 
Houston Life Underwriters Assn. and 
Houston General Agents & Managers 
Assn. 


HARRY J. GREEN, 83, a founder 
and a director of Homesteaders Life, 
died. He was president for nearly 
30 years, until his retirement in 
1939, and had been with the company 
since 1905. Mr. Green was in the 
newspaper business before establish- 
ing Homesteaders Life. 


WALDO J. MURPHY, 60, former 
owner of the Aikins-Murphy agency 
of Sault Ste. Marie, Mich. which later 
was merged to form the present Old, 
Murphy & Old agency, died. 


MARTIN H. HANLEY, 67, retired 
Philadelphia assistant manager of Pru- 
dential, died aboard a plane enroute 
from Miami to Philadelphia. 


FELIX H. GREGORY, 57, manager 


for Liberty Life at Spartanburg, S. C., 
died suddenly at his home. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 6, 1958 































Bid Asked 
Aetna Life 172 175 
Beneficial Standard... 14% 15% 
Business Men’s Assurance 65 67 
Cal.-Western States 20... 81 84 
Columbian National 1.0... 68% 71 
Commonwea!th Life .............00 20% 21% 
Connecticut General ...........00 243 246 
Continental Assurance . 128 130 
Franklin Life .......... 6734 69 
Great Southern Life ................00 72 75 
Gulf Life 21% 2234 
Jefferson Standard 2.0... 71% 73 
Kansas City Life ........... 1240 1265 
Liberty National Life . 28 30 
Life & Casualty ....... 1914 20% 
Life of Virginia ........ 924% 95 
Lincoln National Life .. 190 194 
National L. & A. ....... 79% 81 
North American, III. .. 17 18 
N. W. National Life . 81 Bid 
Ohio State Life ..... 250 275 
Old Line Life ......... 4212 45 
Republic Natl. Life 4414 48 
Southland Life .......... 78 82 
Southwestern Life  .........cceeees 100 104 
Travelers T5ve 7612 
United, Il. 2434 25% 
U. S. Life 3212 33% 
West Coast Life oo... 35 3642 
Wisconsin National Life .............. 60 64 
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INSURANCE 


Since 1951, we've added over $70 
million insurance in force to bring our 
total over $150 million—twice as much 
as five years ago! We think that's 
Progress with a capital ‘P” and we'd 
like to tell you why. Grow with us! 


land National 


COMPANY 


| Watertown, South Dakota 
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NEVER BEFORE 
HAVE WE TALKED OURSELVES 
INTO A RECESSION 







Today our Nation stands on the threshold 
of its greatest economic and cultural age— 






LET’S STEADY DOWN AND 
STOP TALKING NONSENSE 









Now is the time for faith and confidence in 
the American system of free enterprise. Hard 
Work is the answer. Business is there for 
those who go after it. 












GREAT SOUTHERN 
Life Insurance Company 
Founded 1909 

Home Office + 









Houston, Texas 















INCREASE 
IN CASH 
FARM 
INCOME 
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During the past ten years, cash farm 
income for eleven Southern states has 
increased 34.2% ... another indication 
of the South’s economic progress! 


LIFE compa 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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WANT ADS 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 





SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with over a billion and a 
half dollars of life insurance in force and branch offices in more than 
sixty principal cities has an attractive opening for a Superintendent of 
Agencies. Applicant should have successful experience in management 
work and in selecting and training men for management. Preferably he 


should be between 35 and 45 years old and capable of directing and 
supervising branch operations through correspondence and personal 
visits. 


This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box Z-89, c/o The 
National Underwriter Company, 175 W. Jackson Blvd., Chicago 4, Ill. 








SUBSTANTIAL HEALTH & ACCIDENT COMPANY 
DESIRES TO PURCHASE LIFE COMPANY 


Our H&A record has been outstanding .. . and we have every intention 
to continue its success. 


We are now interested in adding a complete Life Department and 
frankly, rather than go through the slow and expensive process of 
development, we would prefer to obtain an established Life Dept. com- 
plete with key personnel. 


Your location is not important. Nor is the volume of insurance in force. 
We're prepared for any mutually acceptable arrangement—outright 
purchase, stock exchange, reinsurance or similar plan. 


A confidential reply will bring you into immediate touch with the Exec- 
utive Officers and Board of Directors of our Company. Address Box 
#+A-42, c/o The National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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Economist Is Star Of VAC Hearings 


(CONTINUED FROM PAGE 23) 


by buying a VAC and raising their 
life insurance total commensurate 
with their income status. In either 
event, savings will be stimulated. 

“These additional savings will, by 
their very nature, be available for 
investment in equity capital. This will 
augment the supply of funds that will 
flow into this equity sector of the capi- 
tal market. Estimates are cited, which 
need not be repeated here, that the 
American economy will expand by al- 
most 100% (in 1956 dollars) between 
1955 and 1975. Such growth rate clear- 
ly calls for a proportionate increase in 
new investments by business. This, in 
turn, is predicated upon the availabil- 
ity of savings funds ready to be chan- 
neled into equity capital. Parentheti- 
cally, these estimates of the future 
growth of the American economy have 
been prepared by leading economists 
in government, industry, and recog- 
nized research organizations. They 
are generally accepted as sound pro- 
jections, predicated on the obvious as- 
sumptions that there will be no major 
international war.” 

Discussing the impact of the above 
changes on the stock market, Prof. 
Flink said the behavior of market 
prices shows, over a period of time, 
marked variations among different in- 
dustries and companies, this being 
equally true of the “blue chip” stocks 
and other common stocks. For example, 
if a man had invested $33,000 in 1929, 
1937, and 1949 respectively in Ameri- 








HAVE YOU HEARD? 


YOU may be the man we're looking for! 
Federal Life, a modern and progressive 
company is looking for an Accident— 
Health Supervisor and Policy Analyst. The 
right man must have field and home office 
experience and live in the Chicago area. 

Salary is open and so is opportunity in 
newly created position. Address all in- 
quiries to: 

EMERY HUFF, AGENCY VICE-PRES. 
FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Ave., Chicago 46, Illinois 
All replies held in strictest confidence. 











AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies has openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 

2. Married, between ages 28-40; 

3. College education (or, evidence of its equivalent in the form of CLU Train- 

ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 
tions. Supervisory assistance is provided at Company expense. In addition, there 
is an expense account and exceptional pension and group insurance benefits. All 
of our Field Management personnel know of this ad. For a personal interview, 
write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chi 
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EXECUTIVE VICE PRESIDENT 


for Newly Established Life Insurance Company 
in Large City in Midwest 

Company has very strong financial and agency 

backing. Will write large volume of ordinary 

life and group first year with minimum drain 

on surplus. 

Applicant must be aggressive, imaginative and 

experienced in all phases of group and ordi- 

nary life insurance. 

High salary plus stock arrangement. 

Give complete particulars as to age, education, 

experience and salary desired. Material will be 

treated in strictest confidence. 

Reply to Box NY-90, c/o The National Under- 

writer Co., Adv. Dept., 17 John St., N.Y. 38, N.Y. 














DIRECTOR OF AGENCIES—OPPORTUNITY UNLIMITED 


Experienced successful background in Agency Building in Small 
Ordinary Life Company. 
Under 45 years of age, Salary Open, Fringe Benefits, Stock Option. 
Send complete resume and recent photo to: 
Granville H. deRoode 
AMERICAN LIFE SAVINGS INSURANCE CO. 
2397 Coral Way, Miami 45, Florida 





ASSOCIATE, ACTUARY CONSULTING 
FIRM 


Old and nationally known firm of ac. ‘arial 
and pension consultants has Associateship a. ail- 
able to insurance accountant capable of hen- 
dling procedures covered by LOMA examina. 
tions including preparation of, company annual 
statements. Actuarial experience helpful but not 
essential. Liberal salary, b and pensi 
plan in operation. Write in full confidence to 
Box A-32, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 

















REGIONAL DIRECTOR OF 


AGENCIES 


Will do a good job of both supervising and 
building. Few men have my qualifications. Prefer 
Midwest area. Write Box A-40, c/o The National 

oe Co., 175 W. Jackson Blvd., Chicago 
, HMlinois. 











can Telephone & Telegraph, the pres. 
ent value would be $37,100, $37,500, or 
$35,300. If he had put the same amount 
of money into duPont in the same years 
the present figures would be $189,200, 
$109,800 and $60,000. 

“Both of these stocks are blue chip,” 
said Prof. Flink. “To be sure, they 
may represent extreme cases. Pre. 
cisely for this reason, they are indica- 
tive of the uncertainty of future mar- 
ket prices of any one company—par. 
ticularly since a company which js 
‘blue chip’ today may not be so 10 or 
20 years hence. General Motors and 
Woolworth were ranked equally in in- 
vestment stature just before World 
War II. Today, General Motors stock 
is worth about three times as much 
whereas Woolworth shows an actual 
decline in dollar value, which is stil] 
greater when translated into purchas- 
ing power. 


Much Expected Of VAC 


“If VAC generates a large volume 
of funds, which is the expectation of 
its advocates and may well be ac- 
cepted as a sound projection, the in- 
surance companies may have restrict- 
ed investment mobility. That is to say, 
they may not be able to shift quickly 
from one company to another. Their 
holdings may reach magnitudes that 
would entail a sharp break in the 
price of the securities which they sell 
and a sharp rise in the stock which 
they buy. 

“This means in effect that a sub- 
stantial portion of the VAC portfolio 
may be ‘blocked in’ when, in the opin- 
ion of the investment analysts of the 
insurance companies, the ‘time is ripe’ 
for a shift in holdings. With new pay- 
ments under VAC streaming into the 
investable fund, the process of being 
‘blocked in’ may become cumulative. 

“The effects on the value of accumu- 
lation units would be adverse. It must 
be emphasized that this sequence of 
events is a possibility or perhaps a 
probability—it is not a certainty. But 
even if it is only a likelihood, this 
raises important questions of portfolio 
diversification for the insurance com- 
panies as well as for the supervisory 
agency. It is a problem that must be 
faced in advance.” 


A Final Economic Implication 


Prof. Flink’s final economic impli- 
cation was the possibility, “if not the 
probability, that the larger life insur- 
ance companies may, in the course of 
time and if unchecked, merge as the 
largest single holders of equity capital 
in big companies.” 

“Such concentration of holdings, and 
consequently of control, would be un- 
desirable from the viewpoint of both 
the economy and the insurance indus- 
try itself,” he stated. “The revelations 
of the Armstrong committee, although 
made several decades ago, should not 
be lost in the present evaluation of 
VAC. Here, too, emerges a policy prob- 
lem for the supervisory agency.” 

Though today Prudential, “one of 
the country’s leading insurance com- 
panies,” is the front-runner for the 
variable annuity, Prof. Flink com- 
mented that “the fact cannot be ig- 
nored that companies with less sense 
of public responsibility and/or sub- 
stantially less talent (certified secur- 
ity analyses and other specialists) 
will enter the field.” 

“Furthermore, one cannot ignore the 
fact that there exist distinct and sub- 
stantial differences between the per- 
formance of the large, responsible in- 
surance institutions and that of the 
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great number of small firms whose 
performance might have to be closely 
supervised,” he said. “These conten- 
tions are supported by recent informa- 
tion on regional and size differentials 
in insurance lapse rates. Recent stud- 
jes seem to indicate striking differ- 
ences in the lapse rates between the 
larger and smaller life insurance com- 
panies. If this is the case with fixed- 
dollar policies, one may assume that 
the experience is likely to be worse 
with variable contracts.” 

Turning to the problem that would 
face the New Jersey department in 
supervising variable annuities, Prof. 
Flink pointed to the danger that 
agents May exaggerate future possi- 
bilities of inflation as a means of over- 
coming sales resistance to the variable 
annuity. 

“The larger companies will un- 
doubtedly make a determined effort 
to have their sales forces underplay 
this fact,” he conceded. “But no such 
a priori assumption can be made in 
regard to all companies. 

“Charts, figures, and other visual 
aids will unquestionably be used in 
such sales efforts. Are the supervisory 
authorities of the state prepared to 
pass upon such material? Do they cur- 
rently have the power, or do they 
ask for such power, to suspend the 
license of a salesman who flagrantly 
abuses such material? 


Matter Of Attitude 


“Inflation is as much a matter of 
attitude as of price behavior. The 
fear of inflation generates actions that 
produce the very results which these 
actions were intended to forestall. Dis- 
trust in the future value (purchasing 
power) of fixed-dollar obligations is 
apt to have an adverse effect on cor- 
porate bonds as well as government 
issues. It discourages savings and en- 
courages speculation. 

“It would be, in a sense, ironic that 
life insurance companies, if permitted 
to sell VAC, can stress only the pro- 
tection against inflation, whereas mu- 
tual funds can fully emphasize the 
speculative prospects of capital gains 
from equity investments. Yet, until 
the date of his retirement, the holder 
of a VAC would differ only in degree, 
not in kind, from the certificate hold- 
er in a mutual fund. Thus, life insur- 
ance companies—which are_ rightly 
regarded as careful and conservative 
guardians of the entrusted funds— 
will offer VAC on the ground of anti- 
inflation hedge but will have to re- 
frain from stressing the possibility of 
speculative capital appreciation.” 


Nine Panels Listed For 


Oakland-East Bay Forum 


Speakers for the May 15 Life In- 
surance Forum conducted by Oakland- 
East Bay Life Underwriters Assn. and 
co-sponsored by the Oakland Chamber 
of Commerce, have been announced. 

Under the theme “Creative Sales- 
manship,” the forum will be opened by 
E. G. Velthouse, president California 
State Assn. of Life Underwriters; Fred 
A. McMaster, former president of Los 
Angeles Life Underwriters Assn.; 
James R. Longstreet, assistant profes- 
sor of business administration, Univer- 
sity of California, on “Competition for 
the Dollar;” Rene A. Dussaq, associate 
Manager Jack White agency of Pru- 
dential, Los Angeles. 

The forum will consist of nine 
panels on varied phases of the busi- 
ness. These panels are: 

Business Insurance Made Easy,” 
Moderator: Edwin C. Whiting, general 
agent John Hancock. Panelists: David 

c. Gilmore, Oakland attorney spe- 
Cializing in corporate and business law, 
and Frank H. Smith, Equitable Society. 

Plan and Prosper.” Earle L. Patten, 
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Motivational Research Studied By LAA 


(CONTINUED FROM PAGE 6) 


is a claimant in a period of a year. 
Everyone believes he is a good driver. 
Illustrations in a policy don’t fit the 
notion of insurance as a business of 
dignity and restraint. People resent 
auto insurance because they feel they 
need it, like umbrellas or galoshes. 

A car is psychologically meaningful 
to the owner. Cadillac has built its 
business on recognition of that fact. 
People are emotionally disturbed 
when they have an accident. They ex- 
pect emotional support from their 
agent. Insurance is a serious business 
and should be conducted seriously and 
with dignity, he asserted. 

State Farm followed up the conclu- 
sion of its study with a five page ad 
in Life; then two page spreads in Life 
and Look. A hard sell, low cost, serv- 
ice theme was used. The company has 
gone into network TV. The present 
program is a broadening and exten- 
sion of the previous thinking and the 
company is still sold on its study. 

The attitude of almost open hostility 
not only prevalent in the Senate, but 
also rife in the Treasury Department 
during the company income tax hear- 
ings is symptomatic of a larger prob- 
lem and life insurance people should 
subject themselves to some unpleasant 
questions, Blake T. Newton, Jr., pres- 
ident of Shenandoah Life, declared at 
the annual dinner. 

Emphasis in the business is placed 
on growth in millions and billions and 
on plans, rates and reduction of rates. 
How can anyone believe we shouldn’t 
pay more taxes when the business ap- 
pears to wax so rich and prosperous? 
he asked. 

The unique characteristic of life in- 
surance, stripped to bare essentials, is 
that it provides a medium where hu- 
man beings can give and receive the 
precious gift of life from and to each 
other so as to provide security for 
each other, he said. All other charac- 
teristics are by-products. The mutual 
banding of individuals together for the 
protection of all is a true genius of life 
insurance and is a story that must 
be put over by the public relations 





New England Mutual, moderator. 
Panel members: Robert H. Woodward 
Jr., Massachusetts Mutual; Edward 
W. Leon, Equitable of Iowa; Robert 
B. Williams, Equitable Society. 

“Boost for Beginners.” Edward R. 
Pinger, Mutual of New York, moder- 
ator. Panelists: Arlen E. Dicks, Lincoln 
National, James L. Fleming, Mutual of 
N. Y., and Howard K. Winfield, Pru- 
dential. 

“Millionaires-Country Style.” Golden 
K. Driggs, New York Life, moderator. 
Panelists: D. Paul Fansler, Bankers 
Life of Nebraska; Claude Stubblefield, 
New York Life, and Robert Tyrell, 
Occidental Life. 

“Gold Mining on the Debit.” William 
Limmert, Prudential, moderator. Pan- 
elists: Melvin Epstein, Metropolitan; 
Morris Hammond, Prudential, and 
Herald Westwood, John Hancock. 

“Prospecting for Profit.” Joel C. Lee, 
Prudential, moderator. Panelists: Lor- 
ing O. Felch, Northwestern Mutual; 
Randall Keith Hunter, Pacific Mutual, 
and Orville J. Lang, Prudential. 


“Smooth Package Sales.” H. Roger 
Willis, Northwestern Mutual, modera- 
tor. Panelists: Cletus V. Hartman, 
Prudential; Martin Kreisler, John 
Hancock, and Martin S. Reiman, New 
York Life. 

“Hot Potato Panel.” Richard John- 
son, Lincoln National, moderator. 
Panelists: Maurice Smith, North- 
western Mutual, and Vernon Tudor, 
Lincoln National. This panel features 
audience participation. 


Morgan S. Crockford, Excelsior Life, 
Life Advertisers Assn. president, 
presented a report on LAA activities at 
the luncheon opening day and gave 
an inspiring message on the place of 
the advertising and public relations 
man in the mass comunication of life 
insurance. 


To Fight Registration 
Of Benefit-Level Plans 


(CONTINUED FROM PAGE 1) 
islation should exclude level-of-bene- 
fits plans: 

“Senate investigations during. the 
past few years revealed numerous in- 
stances of abuse in connection with 
cents-per-hour plans but none involv- 
ing level-of-benefits plans. Therefore, 
all present evidence indicates no need 
for reporting and disclosure with re- 
spect to the latter type of plans. 

“The cost to the federal government 
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of administering a program covering 
level-of-benefits plans, which vastly 
outnumber cents-per-hour plans, 
would run into many millions of dol- 
lars. As indicated above, there is no 
need for the government to incur this 
added expense. : 

“The added cost to employers, banks 
and insurance companies of comply- 
ing with the reporting requirements 
of S. 2888 would also run into millions. 
This could well tend to discourage 
employers—especially the smaller 
ones, who normally buy level-of bene- 
fits plans from the insurance business 
—from buying such plans.” 

Mr. Dunaway has already asked 
Rep. Barden of North Carolina, chair- 
man of the House committee that has 
the bill, to allot time for NALU rep- 
resentatives to present their view- 
point. 


Russell H. Goodwin of Northern- 
Life’s Seattle agency won the year’s 
“leading underwriter” award, highest 
honor available to the agency force. 























Always 








THE ONE THAT MADE YOU SICK! 


A good salesman needs no high-pressure sales approach with 
ANICO’S Complete Line of Policies. Check up on ANICO’S 
COMPETITIVE POLICIES—COMPETITIVE COMMISSIONS. 





e Family Policy. 

¢ $10,000 minimum special. 

e $25,000 minimum special. 

e Life with Family Income 
to age 65. 

e Income Conversion Rider. 

e Annuities. 





ANICO SALES LEADERS 
e All forms of A&H. 


e Complete line of 


e Pre-Authorized Check plan. 
© Gtd. Issue on Pension and 


mortgage protection. 


Profit-Sharing plans. 
e Family Income Term Policy. 








Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for —_—_ 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE 





OVER 4 BILLIONS OF INSURANCE IN FORCE 


Co. 


GALVESTON, TEXAS 








38 out of every dollar spent on consumer 





goods and services is spent by households 








ONLY 


so much selling support...so swiftly, so surely 


that read a single issue of (ii 


LIFE gives you a vast, sure and responsive market every single week. 
The average issue of LIFE is read by 15,320,000 households—31% of 
all U. S. households. And these 31% buy 38% of all consumer goods 
and services sold in the United States. 

What a market. And what a selling opportunity, when you know 
for certain that you can reach 38¢ out of every consumer dollar. 

These newly released figures from LIFE’s Study of Consumer Ex- 
penditures reaffirm what LIFE advertisers already know: that all 
across the country, people who read LIFE are the people who are 
receptive to selling messages... the people who actually do the better- 
than-average purchasing. 


No wonder in 1957 advertisers invested $47 million more in LIFE than 
in the next leading magazine . . . more in LIFE than in the next two 
magazines combined. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by 
U. S. households for consumer goods and services in 1956. 
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